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Maintenance engineers 
have at last found a real 
r'WwO MAN LADDER. Note 
the ease with which these 
men are able to handle 
heavy overhead work The 
platform serve is a handy 
place for their tool ina 
fitting 


At the right the Chil 
ton Duo Safety extended 
Maintenance en 
enthusiastic about the Chil 
ton Duo-Safety When 
used as a step ladder, the 
have a solid footboard to 
stand on and a handy shelf 
for their tool Extended, 
the Chilton Duo helps them 


it inconvenient h chits 


Construction 
Features 
The Chilton Duo-Safet 
Ladder is miacle n 14 








Constructe 
Norway pine, with 
hickory, It has a she 


with folding bracket 





channel guide floor board 


with steel 





good locking device steel 
ie rods reinforeing all back 
sections——steel braces under 
each step, and steel safety 
hooks. 





‘‘Use a Good Ladder or 
Stay on the Ground”’ 
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For FAST SALES turnover TODAY 


The 
CHILTON 


Duo-Safety Ladder 


A PROFIT on Every Sale 
A Prospect in Every Block 


HIS new combination step lad- 
der and extension ladder will 
bring you quick sales and profits. 
The Chilton Duo-Safety Lad- 
der is the ultimate in safety—endorsed 
by leading safety engineers throughout 
the country. It gives double service 
first, as a step ladder; then, quickly 
folded and extended, it becomes the most 
satisfactory of extension ladders. In 
short. here is a ladder that fills every 
requirement in the industrial field with 
the greatest safety protection possible. 


Markets! Markets! Markets! 


The field for sales of this great com- 
bination ladder is practically unlimited. 
Industrial plants, painters, electricians, 
churches, hospitals, theatres, schools, 
light and telephone companies—these are 
but a few of the many prospects for sales 
of the Duo-Safety, in quantities ranging 
from one to several hundred. 


A Definite Distributor Policy 

We have decided upon the industrial 
distributor as our best sales outlet. We 
have established a definite distributor 
policy, which includes complete protec- 
tion and an exceedingly attractive margin 
of profit. 

You are interested today in lines that 
will turn over rapidly and render you a 
real profit. Write for complete informa 
tion on the new Chilton Duo-Safety and 
our distributor plan. 
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ALBERT E. PAXTON 
Editor 


James A. CHANNON 
Associate Editor 


Henry W. Younc 
Pacific Coast Representative 


A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4— ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 


V 


CHICAGO OFFICE 
520 N. Michigan Ave. 


NEW YORK OFFICE 
330 W. 42nd St. 


CLEVELAND OFFICE 
Guardian Building 


Mill Supplies is in its 
twenty-second year of serv- 
ice to the mill supply field 
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IRON BODY iahes will 
help build your Valve Sales 


J OBBE -RS the country over know that 
Jenkins Bronze Valves possess many 
exclusive features which build sales. Correct 
in design, trustworthy in performance, these 
valves are the choice of thousands of engi- 
neers, bu:lding superintendents, factory man- 
agers, contractors and other valve users. 








But jobbers who are carrying only the 
Jenkins Bronze Line are missing the big 
opportunity of getting the additional busi- 
ness which Jenkins Iron Body Valves make 


ddd a 





possible. Available in globe, angle, cross, 
check and gate patterns, Jenkins Valves in 
iron also are made to precision standards of 
workmanship. They are a quality product, 





reflecting genuine valve value which the dis- 
criminating buyer is quick to recognize. 


For example, in Fig. 204 Iron Body Solid 
Wedge Gate Valve shown, the thread bear- 
ing surface of the yoke sleeve engaging the 
spindle is constructed to absorb the thrust 
and shock of hard operation. The spindle 
is made extra long in order to keep the 
threads out of the packing. The packing 
collar forms a snug tight joint with a ma- 


oe 


chined bevel surface in the bonnet, so that 
the valve can be repacked safely under pres- 
sure. The wedge is easily refaced. The two 
renewable cast bronze seat rings screw tight 
into the body and cannot become loose. 
Upon request, we will gladly send you litera- 
ture which gives interesting selling points on 
the complete line of Jenkins Iron Body 
Valves. 


JENKINS BROS. 

80 White St., New York, N. Y.; 510 Main St., Bridge- 

port, Conn.; 524 Atlantic Avenue, Boston, Mass.; 133 

No. Seventh St., Philadelphia, Pa.; 646 Washington 

Blvd., Chicago, Ill.; JENKINS BROS., Limited, Mont- 

real, a ce nei 4 Ag Factories: Bridgeport, 
Conn., Elizabeth, N ; Montreal, Canada. 


Jenkins 


BRONZE IRON STEEL 


VALVES Sectional view, Fig. 204, Jenkins Extra Heavy Iron Body 


Since 1864 Bronze Mounted Solid Wedge Gate Valve, Flanged. 











JENKINS VALVES ARE ALWAYS MARKED WITH THE “DIAMOND” 
(Proton hoes 
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Clouds on the Business 


Horizon Are Lifting 


HE first step in any business recovery 
is the restoration of confidence. In our 

present situation, pessimism which has 
held the upper hand for many months is 
rapidly being swept aside by a wave of optim- 
ism. The patient “business,” until just re- 
cently seemed resolved to a belief that time 
only could “heal its wounds.” Business atti- 
tude generally was pessimistic and such a 
state of affairs was anything but encouraging. 
Busi- 
ness seems suddenly to have taken a new 
lease on life. 


All that is changed now, however. 


Despair has been replaced by 
hope. Business men are taking off their coats 
and working hard to hasten recovery. 

While the better business sentiment so ap- 
parent today has not as yet been fully trans 
formed into actual increases in buying, there 
is considerable evidence of definite improve- 
ment. This fact is borne out in the reports by 
editors of 115 trade and industrial magazines 
just made to The Associated Business Papers. 

Bright spots in the business horizon re- 
ported by these editors reach into many 
important industries. 
nite trend 


Textiles show a defi- 


upward. Sales are exceeding 


production and basic material prices are ad- 
vancing. Shoe production is picking up at 
more than the seasonal rate and leather prices 
are firming. In the food industries, storage 
stocks are below average and prices are im- 
proving in spots. While automobile sales dur- 
ing the summer dropped below expectations, 
sales executives are more hopeful now than 
The volume of private projects in building 
construction is rising. 


they have been since the depression set in. 


In the oil industry, the 
sale of motor fuel is surprisingly good. Coal 
operations are improving, while the gas in- 
dustry is encouraged by the expanding oppor- 
tunities for natural gas and the improved 
market for utility bond issues. Price increases 
are aiding the cement industry and welding 
equipment manufacturers are heartened by 
the increased use of metal welding. Other 
industries, including the ice cream, hotel, bak- 
ery and printing, are also hopeful of early 
business improvement. 

Undoubtedly, the clouds on the business 
horizon are lifting and it’s up to everyone to 
do his part in hastening the return of normal 
times. 


























eC 


BUSINESS OUTLOOK 


How distributors view the sttuation 


number of turns for the better in the business situa- 

tion. First of all, confidence is returning and that 
is absolutely essential to business recovery. Commodity 
prices have strengthened considerably, bond and stock prices 
have been acting well and there has been a cessation of gold 
exports and a return flow at a moderate rate. Also, as is 
pointed out on page 5, certain industries are showing a 
definite upward trend. 

While it is a bit early as yet to predict accurately just how 
far this business improvement is going to progress, yet the 
situation is much more encouraging than it has been since 
the beginning of the prolonged slump. 

In order to get a broad view of the business outlook so 
far as the field of industrial distribution is concerned, M1Li 
Supp ies directed a number of pertinent questions to leading 
distributors and manufacturers throughout the country. 
Here are the replies: 

“During the first two weeks in August, there has been 
quite a change in the general business situation and, ap- 
parently, the turn has come. 

“A number of mills in our territory that either have closed 
or have been working on greatly reduced schedules are now 
going back to full operation. 

“One of the greatest factors in this territory has been the 
increase in price of certain commodities, especially cotton. 

“During the period we have gone through, we have made 
no reductions in our sales force and we hope this will be 
reflected in additional business in the future. Most of our 
customers seem to appreciate the fact that we have been 
making calls even when there was little business to be had. 

“Personally, | am looking forward to decidedly better 
business this fall.” George Winship, president, Fulton Sup- 
ply Company, Atlanta. 


5) sane the past several weeks, there have been a 


* * * 


66 UR feelings concerning business at this time are buoy- 


ant. Some of our large customers seem to be acquir- 
ing sufficient courage to back their optimism about the future 
to the extent of being almost ready to make definite buying 
commitments. If just a few of them would actually let 
contracts for work, dozens of others would follow suit. 

“Crops in the Pacific Northwest this year are ample in 
quantity, excellent in quality. Mining in the Oregon mills 
has taken a spurt and salmon packing has been large, though 
prices are low. The wheat crop looks good and the farmer 
is not kicking as he was a few months ago. 

“Stocks in industrial plants are abnormally low and we 
are inclined to think that many distributors also have let 
their stocks run down. We notice this from the number 
of pick-ups we get from other distributors in our territory. 

“Though we have not reduced our sales force numerically, 
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we have cut down the working hours, thus reducing pay- 
rolls and traveling expenses. Warehouse and office forces 
also are working fewer hours. 

“Two nationally known companies have closed their 
branches throughout the country, placing sales rights in the 
hands of distributors. The opportunity seemed so excellent 
to us that we secured these franchises. 

“These specific instances of a change in policy on the 
part of two large manufacturers aré@ indicative of a recogni- 
tion that distributors provide a more consistent and remuner- 
ative volume year after year than branches. 

“There is no doubt but what there are profitable lines to 
be had and we are taking them on.” S. F. Woodbury, 


president, Woodbury and Company, Portland, Oregon. 
* * * 


66 E have not noticed any change for the better in sen- 


timent among industrial buyers in our territory. 
Neither has there been a pick-up in buying. However, there 
seem to be more inquiries on industrial supplies. 

“The stocks of supplies in industrial plants are entirely 
depleted. Our stocks are normal for the times. 

“Our sales force has been increased and we are contem- 
plating a fall tool exhibit which we hope will stimulate 
business. We also plan to do some direct-mail advertising. 

“We have noticed a more cooperative attitude on the part 
of manufacturers toward distributors. One additional prof- 
itable line has been taken on.” P. G. Maddock, Maddock 
and Company, Philadelphia. 

x ok x 

“During the past three weeks there has been a general 
pick-up in orders. There is also a much better sentiment 
throughout the trade.” H. M. Ellsworth, The Ellsworth- 
Porcupine Company, Bridgeport, Connecticut. 

* * * 

“We have noticed a change for the better in the senti- 
ment of industrial buyers, as well as a pick-up in actual 
orders, which leads me to believe that there is a brighter 
outlook for fall. 

“Stocks of industrial supplies in plants are at a minimum, 
in fact I have never seen them so low. On orders we re- 
ceive, immediate deliveries are wanted, therefore we are 
apprehensive as to our ability to take care of a large increase 
in business due to the fact that we have also kept our stocks 
low. Our entire sales staff has been maintained. 

“The attitude of the manufacturer toward the distributor 
is much improved. During the past two years, the manu- 
facturer has found it impossible to pay the cost of selling 
direct, as this can only be done when business is at a high 
peak and good profits obtainable. 

“We are always ready to investigate new lines and take 
them on when we feel they will prove profitable.” W. |. 


MILL SUPPLIES 








XU 





scan 


"XUM 


McLeod, president, The McLeod Companies, Greensboro, 
North Carolina. 
of * x 


“There is a better sentiment among industrial buyers, but 
we have had no noticeable pick-up in actual orders as yet. 
The outlook for the fall is better. Stocks of supplies in 
industrial plants are low; ours are about normal. 

“While our sales staff is smaller than normally, we are 
keeping in close touch with our trade and watching every 
opportunity to close sales. 

“More manufacturers are using distributors than hereto- 
fore. We know of one large manufacturer who has changed 
his policy and another who is contemplating doing so. We 
are taking on new lines which we think offer opportuni- 
ties for profit.’ A. W. Clarendon, president and general 
manager, Hand Hardware Company, Elizabeth, New Jersey. 


tributors and in the future will continue to let them carry 
the load rather than accumulate large stocks of their own. 

“We have had numerous opportunities for adding new 
lines, but few profitable ones.” C. D. Jersey, manager, E. S. 
Stacy Supply Company, Springfield, Massachusetts. 

i * * 
66 NQUESTIONABLY, there is a better sentiment 
among buyers in our territory, yet there has been no 
noticeable pick-up in actual buying. 

“Stocks on hand in industrial plants are low and plant 
equipment has not been maintained very well, all of which 
means that just as soon as industry begins to operate on 
even a small increased production schedule, there will be a 
demand for new equipment, replacement and repair parts. 
We believe that in the beginning of the upturn there will be 
a decided pick-up in the purchase of industrial supplies and 


: es equipment. 
“Due to the fact that “Our inventories are 
the Los Angeles Flood — 








sub-normal but the normal 





Control Committee has 
work under way construct- 
ing three large dams, plus 
the volume of highway 
construction being let by 
the California Highway 


Commission, there is a 2. As yet there has been little or no pick-up in actual business. 


healthy demand for earth- 
moving and construction 
equipment. 4. 
“Every one seems to 
have become 
feeling certain that we are 
definitely reaching up 
from the bottom of the 
depression. Southern Cal- 


at a minimum. 


to stimulate business, 


ifornia could be much 8. 
worse off than it is.’ The to which distributors are receptive. 
Brown-Bevis Company, 9. 
Los Angeles. selling through the distributor. 
i he 


“So far we have not no- 


A Consensus Amon 'g 60 Distributors 


3. The outlook for fall business is better. 


Stocks of industrial supplies on hand in industrial plants are 


optimistic, 5. Distributors’ stocks are slightly sub-normal. 
6. Distributors’ sales staffs have been reduced but slightly. 


Distributors are making more calls, working harder than ever At 
There are many opportunities for adding new, profitable lines 


Manufacturers are more receptive than ever to the idea of 


point is higher than will 
be needed for some time. 
Our purchasing policy has 
been maintained through- 


1. Sentiment among industrial buyers is much improved. out. We work on a maxi- 


mum and minimum quan- 
tity schedule which is de- 
termined by sales. Thus, 
as our sales decrease, our 
maximum and minimum 
points decrease. The re- 
verse, of course, applies 
when sales increase. 


present, we are 
raising our minimum 
quantities, not that sales 
have picked up materially, 
but we are anticipating a 
much better fall business 
and are not waiting for 
the actual upturn to come, 











ticed any change in senti- 
ment as far as actual pur- 
chasing goes. However, 
there is a much better feeling existing due to recent in- 
creases in the price of cotton and cotton seed. 

“Our volume is running about the same as in the earlier 
months of the year and, while we look for some increase 
during the fall, do not believe the volume will be what we 
have hoped for. 

“All stocks of industrial supplies in plants are at a mini- 
mum and purchasing is being done from hand to mouth. 
We are maintaining our stocks consistent with volume, but, 
inventories are smaller than during 1930 and 1931. 

“Our sales force has been maintained and a few new 
lines are being added to stimulate sales.” J. C. Cowan, 
manager supply department, Alamo Iron Works, San An- 
tonio, Texas. 


* * * 


“ HERE is a decided change for the better in senti- 
ment among industrial buyers in our territory and 
vhile as yet there has been no noticeable pick-up in buying, 
the outlook for fall seems considerably brighter. Stocks of 
industrial supplies in plants are at a minintum. 

“It has been necessary for us to reduce our sales force, 
hut immediately upon improvement in business, we plan to 
increase our staff to a larger degree than before. 

“We have noticed a marked change in the attitude of 
manufacturers toward distributors. Many so-called direct 
buyers have seen the advantages of purchasing from dis- 
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preferring to be ready 
when it hits. 

“Manufacturers look 
more favorable at present on distribution through the dis- 
tributor than for many years. Low volume has brought 
forcibly to their attention the fact that they are not set up 
to handle consumer business profitably direct. We are 
watching carefully the sales policies of all manufacturers 
with whom we come in contact and are insisting on their 
support of the distributor. 

“We are not making any particular effort to seek new 
lines, but are having more offered us than in the past. This 
indicates further that more manufacturers are changing their 
policies so as to support the distributor. We investigate 
carefully each line offered and are not hesitating to take 
on items which we feel will be profitable.” Phil Pidgeon, 
president, Pidgeon-Thomas Iron Company, Memphis. 

* * * 


“We find a better sentiment among industrial buyers in 
our territory. Our July sales were better than June and 
August started out better than July. This is contrary to 
our normal trend, which leads us to believe business is on 
the way up. 

“Stocks of industrial supplies on hand in industrial plants 
are low, as are our own. We have increased our sales 
force, but do not expect to add any more new men unless 
we take on a line which will require the services of a 
specialist. 

“We are attempting to stimulate business by specializing 
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on profitable lines which will save money for our customers. 

“Our opinion is that manufacturers are more willing than 
ever to work with the distributor. We find plenty of oppor- 
tunities to add new lines, but it’s hard to secure profitable 
ones. We are refusing to work on new lines unless they 
show a potential great enough to warrant the employment 
of a specialist.” E. A. Hirshon, sales manager, W. S. Wil- 
son Corporation, New York. 

* * *” 

“In a broad sense, there has been a change for the better 
in sentiment among buyers. There has been a slight pick- 
up in the buying of supplies and equipment in our territory. 
When an inquiry is made, it is with the expectation of 
buying. We look for better business this fall, but nothing 
in the nature of a ‘boom.’ July was good with us and Au- 
gust so far has been fair. The major source of our busi- 
ness, however, has been from the Government. 

“We understand stocks of supplies in users’ hands are 
low. Our stocks are normal. 

“Ability of buyers to get money to spend, plus their con- 
viction that no price advantage will be obtained in waiting 
are factors that will stimulate business. 

“We try to associate with manufacturers who are faithful 
to distributors, consequently haven’t seen any change in at- 
titude on the part of our supply sources toward distributors. 
Manufacturers who try to sell direct as well as through dis- 
tributors get very little business from us. We have fol- 
lowed this practice for years and other distributors now 
seem to be realizing that it’s good practice. 

“We find some opportunities for adding new profitable 


lines and are disposed to take them on if the manufacturers’ 
policies synchronize with ours and the connection is likely 
to be one of long duration.” J. P. Kemp, Kemp Machinery 
Company, Baltimore. 

x* * * 

“There is a better sentiment among industrial buyers in 
our territory, although we haven't seen any pick-up in ac- 
tual buying. However, the outlook for fall is good. 

“Recently, we added two men to our sales force and are 
taking on new lines.” William Siebenfifer, vice-president, 
M. L. Foss, Incorporated, Denver. 

x * ok 

Possibly 25% of the industrial buyers in our district ap- 
pear optimistic. The rest have no cause to be. 

“There has been no noticeable pick-up in the buying of 
supplies and we can see nothing at present which should 
cause an increase in fall purchases. 

“Supply stocks in industrial plants are very much depleted 
and our own inventories are being kept low, yet sufficient 
to take care of any possible business. 

“We have maintained our sales staff and are keeping 
everlastingly at it, contacting prospects and calling regu- 
larly on steady customers. Sales meetings are being held 
as usual and more stress is being put on specialties. 

“Manufacturers seem inclined to recognize the need of 
first-class distributor help and the distributor should show 
proper appreciation by giving them full support. 

“We are always willing to take on new lines that fit our 
picture.” P. O. Boylan, sales manager, The W. M. Patti- 
son Supply Company, Cleveland, Ohio. (Turn to page 38) 








How manuf acturers expr ess themselves 


66 HERE has not been what would be termed a 
determined change for the better in sentiment 
among industrial buyers, but there is a change now 

in process, and although not clearly discernible, the cessa- 

tion of relentless recession in the attitude of industrial 
buyers is indeed reassuring. 

“Industrial buyers are just like the shorts on the market 
today. They are trying to gage the lows and the shorts 
on the market endeaving to pick the highs, the outcome of 
which is that both are doing some buying. 

“Stocks on distributors’ shelves are subnormal when 
considering the 3-year period, 1927 to 1930, but are, in our 
opinion, normal considering the 5 previous years. 

“Unquestionably the trend of selling in the industrial 
supply field is toward the distributor, his value having been 
proven during the depression years. The greatest opportu- 
nity is now present for the distributor to bring about a 
change in manufacturers’ sales policies and in turn to 
patronize those manufacturers whose policies do not conflict 
or bring additional competition into his territory. 

“Now is the time to appreciate and bring about manu- 
facturer-distributor cooperation. The manufacturer who 
overlooks the value of 100% distribution through the dis- 
tributor will have but himself to blame for the steady de- 
cline of his business which will be sure to come as a result. 
We have always maintained a sales policy fully recognizing 
the importance of the distributor. 

“We entered into a large advertising campaign coupled 
with sales promotional activities which included additional 
salesmen, last December. This was at the time we brought 
out our new hack-saw blade made of molybdenum steel. 
This new saw came on the market when the depression was 
severest; yet constructive optimism plus careful planning 
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of advertising, a good product thoroughly modernized, efti- 
cient and priced lower, plus 100% distribution through the 
distributor have cured the depression so far as we are con- 
cerned. We are ready for the upturn in business and have 
faith in our policy of doing business. W. E. Cross, vice- 
president, Victor Saw Works, Middletown, New York. 

* * Ok 


There is undoubtedly a more optimistic business outlook 
generally, but as yet we have not found it reflected in actual 
orders received. 

“We believe it probable that purchases will show an 
increase in the near future, but that buyers will proceed 
with caution until a better business condition appears to 
be more definitely assured.” M. W. Babb, president, Allis- 
Chalmers Manufacturing Company, Milwaukee. 


* * * 


“There is unmistakably a better sentiment in the trade 
generally, but no noticeable pick-up in the volume of orders 
placed. In other words, people are at least beginning to 
believe that ‘prosperity is just around the corner.’ 

“We think stocks in the hands of both distributors and 
users are distinctly sub-normal. We have let our own run 
down as far as possible. 

“We have not noticed any change in trend in the indus- 
trial supply field either toward the distributor or direct to 
the user. Buyers have generally followed their established 
practices, except perhaps that buying in small quantities 
may have led them to depend more on local service. 

“We are simply keeping at it, trying not only to maintain 
but to increase our contacts in an effort to get our share 
of business.” J. H. Williams, president, J. H. Williams & 
Co., New York. 
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“In spite of an improved sentiment, we have not been 
overburdened with any increase in orders, although June 
sales were slightly better than May and July better than 


June. 


“There is no question in my mind as to the ultimate up- 
turn, but we believe it will be slow for the balance of this 
year.” L. M. Knouse, president, The Stanley Electric ‘Tool 
Company, New Britain, Connecticut. 

* ok x 

“While we feel the worst is over, yet the upward pull 
is going to be a slow process. 

“So far as industrial buyers are concerned, we do not 
feel there has been any appreciable pick-up. Whatever buy- 
ing is being done is in 
the nature of replacements 


“We see quite a pronounced change for the better in 
sentiment among industrial buyers. Distributors are doing 
little buying. 

“From observation, we believe distributors’ stocks are 
subnormal and that it won't be long before many of them 
will be crying for merchandise. 

“There is every reason to believe that the trend of sell- 
ing in the industrial field is toward the distributor. ‘The 
depression has been a means of bringing manufacturers and 
distributors closer together.” N. A. Gladding, vice-presi- 
dent, FE. C. Atkins and Company, Indianapolis. 

* * * 

“We notice a pronounced change for the better in the 
sentiment of buyers, but it 
is in no way reflected in 











long past due or as a re- 
sult of forced projects 
such as road building and 
other governmental activ- 
ities. i. 

“There has been no 
buying among  distribu- 
tors, not even a replenish- 
ing of stocks sold. 

“As regards the trend 
of selling, we do not no- 
tice any appreciable change 
in our line. We do find, 
however, a host of so- 
called supply houses 
springing up and trying to 
horn in on business which 
is next to impossible for 


the outlook is hopeful. 


sary. 
tributors for service. 
business. 


toward the distributor. 


A Summation of Manufacturers’ Views 


Business sentiment is better. 


2. Actual orders have increased in only a few instances, but 

3. Stocks in the hands of distributors and users are low. 

4. Manufacturers’ stocks are normal for the times, but a quick 
upturn in business would make immediate production neces- 

5. Hand-to-mouth buying has forced users to look to local dis- 


6. New and improved products are helpful in stimulating 


7. The trend of selling in the industrial supply field is definitely 


— an improvement in their 
buying. We have no spe- 
cial plans for stimulating 
sales for we do not believe 
business prospects justify 
additional expenditures.” 
H. W. Foulds, vice-presi- 
dent, Goulds Pumps, Sen- 
eca Falls, New York. 
* * * 

“We have found a bet- 
ter sentiment and more 
inquiries from industrial 
buyers in the east during 
the past few weeks. 

“In order to stimulate 
business, we have placed 
' on the market a new rub- 





them to get. This con- 





ber-tired wheel for hand 





fuses sales policies and 
makes it difficult to find 
out who the real buyer is. We are inclined to believe that 
the optimistic feeling now being built up will probably result 
in some increased business activity through the fall or at 
least until election time. What may happen after that is 
problematical. 

“It must be recalled that, in spite of a better sentiment 
and an easing off of anxiety at almost every point of busi- 
ness contact, the labor situation is far from satisfactory. 


S67 VEN if things go on smoothly and there are no finan- 

cial disturbances in the way of bank failures, no inter- 
national complications to bob up, and if labor and the unem- 
ployed do not get out of hand, it must be borne in mind that 
all the financing of recent years was done on a high level of 
prices. The intrinsic value is far less today and will be 
for years to come. All this loss must be absorbed in the 
ensuing years and the whole nation is much in the position 
of an organization which has suddenly expanded by acquir- 
ing a number of plants and watering its stock. While some 
water is being squeezed out here and there, nevertheless 
the difference between set-up and intrinsic values of nearly 
every business will have to be readjusted, as it would be 
manifestly impossible for the majority of companies to earn 
a return on their present set-up of valuation. This means 
it is not only necessary to write off actual losses but to 
write down capital assets. 

“We do not hope for a sudden business revival. Consid- 
ering this country as a whole, but particularly in connec- 
tion with the rest of the world, a sudden and too rapid ad- 

ance just now would probably be detrimental in the end. 
We therefore would sound a note of caution to proceed 
slowly and deliberately, building permanently as we go 
long. However, we do feel that extreme optimism at pres- 
ent is preferable to extreme pessimism.” J. K. Broderick, 
president, Broderick and Bascom Rope Company, St. Louis, 
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trucks. The response to 

this new item so far has 

Our research department is also 

at work developing other new ideas and improving present 

products.” J. A. Cleary, treasurer, The Fairbanks Com- 

pany, New York. » 
* * ok 


been very encouraging. 


“Sentiment is better among industrial buyers, but it has 
not as yet translated itself into buying action. 

“Our stocks of finished goods are reduced and we will 
be obliged to produce on a moderate scale this fall. 

“In our opinion, the trend of selling in the industrial 
supply field is towards the distributor. The chances for 
the distributor who is on his toes are as good, if not better, 
than ever.” S. Duncan Black, president, The Black and 
Decker Manufacturing Company, Towson, Maryland. 

“There has been some little change in sentiment among 
users although it has not yet been reflected in increased 
business. Our stocks in the hands of users and distributors 
are decidedly subnormal, but our own are somewhat above 
normal considering conditions. 

“There has unquestionably been a trend toward selling 
through the distributor of recent years.” F. E. Barth, vice- 
president, Graton and Knight Company, Worcester, Mass. 

“** * 


‘6 E find a far better sentiment among buyers than has 


existed for the past two years, but in our line no 
definite pick-up in buying has been seen. 

“The sales trend in the supply field has again turned 
toward the distributor as a result of increased activity on 
their part.” C. W. Machon, Brown and Sharpe Manufac- 
turing Company, Providence, Rhode Island. 


* * * 


“We observe a noticeable change in sentiment among 


buyers, but business has not increased. (Turn to page 66) 
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Prepare Now for 


. | Business Ahead 


Forward-looking salesmen are utilizing 
present times to lay the foundation for 
future sales 


By H. A. HAYNES 


Division Purchasing Agent, Pittsburgh Plate Glass 
Company, Columbia Chemical Division, Barberton, Ohio 











the industrial supply salesman loses considerable 
volume because he is pressed for time and can- 
not make the little side-trips and investigations 
necessary to run down the orders which are 
lying dormant in various parts of each plant 
Then, when things slow up and orders are 
scarce, he feels like skipping rapidly from one 
place to another and only takes time to see if 
there is immediate business to be had in each 
purchasing office. 

Now is the time for the salesman to check 
up and analyze the needs of the plants he visits, 
not only for the sake of future relations, but on 
the chance of uncovering some piece of busi- 
ness which he might otherwise overlook. Buy- 
ers have more time to give salesmen now and 
they are receptive both to questions and sug- 
gestions. They have more opportunity to con- 
sider and investigate new items, even though 
| they may not be able 
H. A. HAYNES says: to purchase at once. 

It is neither possible 
nor necessary for the 


industrial supply sales- 
“We accord every legitimate , 
y leg man to know every de- 


salesman a hearing, give him tail of the operations in 
sufficient time to present his the many plants he 
story and keep him waiting no 
longer than necessary. If the 
transaction requires it, we see 
that the salesman has an op- 
portunity to carry his message 
methods the once-over and see if to the proper Te. Sas in the 
we are not guilty in some degree plant. All we ask in return is 

| that the salesman bring an 





66 OUR roof’s leaking, why || 
don’t you mend it?” said 
the traveling man to the 

rural dweller. ‘Well, it’s been a 

rainin’ lately,” was the reply. 

“Then why don’t you mend it 

when it’s not raining?’ countered 

the traveler. “Because,” chuckled 
the farmer, ““When it don’t rain, 
it don’t leak!” Now, before we 
laugh too hard, let us give our own 


wants to sell. He can, 
however, secure a good 
general picture of plant 
requirements and_ the 
difficulties encountered 
in production, and if 
he learns only one im- 
portant fact per visit, 
he is preparing himself 





of the same brand of procrastina- 








tion. accurate, concise presentation for additional future 
When business is booming and and use the time which is given sales. Also, he has a q 
. . . *-. - a 
the orders are showering down, him judiciously.” much better chance of : 
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keeping the buyer’s interest if he really tries to sell him 
some good idea each time. 

In normal times, many things slip by unnoticed which 
become obnoxious during a slack period. A purchasing 
agent, trying to operate efficiently in accordance with 
the smaller require- 
ments of his firm, will 


We welcome demonstrations only when necessary, and 
where they will show exactly what happens when the 
material or device is in actual use. One of the most 
important things for a salesman to know about his prod- 
uct is what success has been had with it when used by a 

plant in the same busi- 
ness as the one to which 








notice inefficient selling 





more quickly than | 
normally. Hence, if | 
one man calls twice a | 
week with only a stereo- | 
typed inquiry: “Have | 
you anything for me?” | 
and another always 
comes in with some 
special suggestion or a 
new item, it is easy to 
determine which man | 
will be favorably re- 
membered when_ busi- 
ness picks up. 

We all know how 
important are the rela- 
tions between salesmen 
and buyers. We also 


fellows. 


“THE majority of 
purchasing agents regard indus- 
trial supply salesmen as regular 
They fully appreciate 
what the salesman is up against | 
| when orders are scarce and re- 
spect those who show courage and 
ingenuity in the uphill battle.”’ | 


he is offering it. 

In general, our pol- 
icy is to accord every 
legitimate salesman a 
hearing, to give him 
sufficient time to pre- 
sent his story, and not 
to keep him waiting a 
| minute longer than nec- 
| essary. If the transac- 
tion requires it, he is 
assisted in carrying his 
| message to the proper 
| men out in the plant 
who are directly con- 
cerned. All we ask in 
| return is that he bring 
an accurate, concise 











| presentation and use 





know that there are 
men on both sides who 
do not play the game and are unfair or unreasonable. 
Many salesmen, because they have a special knowledge 
of their goods, look on buyers as “know-nothings.” On 
the other hand, many purchasing agents maintain a 
wrong attitude toward salesmen, smothering from the 
outset their efforts to make helpful suggestions. 

With these exceptions, however, a majority 


the time given judi- 

ciously. In other words, 
we are willing and anxious to meet salesmen half-way, 
according them every possible consideration. That we 
plan to continue operating under such a policy in the 
future is evidence enough of our thorough belief that 
it is a sound, practical procedure. 





of purchasing agents regard industrial supply 








salesmen as regular fellows, and most sales- 
men think likewise of buyers. The latter fully 
appreciate what the salesman is up against 
when orders are scarce and respect those who 
show courage and ingenuity in the uphill bat- 
tle. They cannot, of course, make purchases 
for altruistic reasons, but they can and do listen 
carefully to all constructive propositions. 
There are three things, in my opinion, that 
an industrial supply salesman can do to work 
up business and strengthen his acquaintance. 
First, he can ascertain and record the require- 
ments of the plants he calls on. Second, he 
can make sure that his house has the proper 
items to meet those requirements. Third, he 
can thoroughly inform himself on the main 
points of each item before offering it, thus 
enabling himself to present a story which 
makes it possible for buyers to judge fairly. 
In making his surveys, the salesman should 
consider carefully the character of the plant 
being studied. For instance, in a chemical 
plant like ours, practically everything is sub- 
ject to attack by acids or fumes. This fact 
should naturally keep the salesman on_ the 
lookout for items in his stock which are es- 
pecially resistant to such attack and thus ideally 
fitted for our use. In another factory, the 
bugbear might be vibration, and so on. 


SALES SUGGESTIONS 


I 


Ascertain and record the require- 


ments of your customers and prospects. 


2 | 
Find out what items your house has 
to meet those requirements. 


3 
Thoroughly inform yourself on the 
main points of each item before offer- | 
ing it, thus putting yourself in a posi- | 
tion to make a sales presentation from | 


which buyers can judge fairly. 
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Make Positive Contacts— 
They're the Key to 


: Sales Success 


Fred Zwaska, who 
gives here some of the 
highlights of his 28 
years of experience in 
selling industrial sup- 
plies and equipment. 


HESE are 

times for mis- 

sionary work 
when you can _ sit 
down with Jim, the 
master mechanic; 
red, the plant super- 
intendent; and John 
Conservative, the buy- 
er. You can show a 
real interest in their 
problems, an unselfish 
interest that you 
might not have had 
time for before. These 
are times when you 
can weld buyer-ven- 
dor relationships so 
securely that earth- 
quake nor fire nor 
flood can sever them! 

Today if an inquiry comes in, I take my tent and 
camp on the trail until the contract is signed. If we 
get it, fine; if we don’t, I fold up my tent like the 
Arabs and, as silently, steal away to new and more 
fertile fields. 

There are those who still insist that the industrial 
supply salesman is an order-taker. If that were true, 
the supply house could send the office boy out to make 
a few comments on the weather and call for orders, 
but to my way of thinking, nothing is farther from 
the truth. 

I like to think of myself as part of the organizations 
I call on, and I want them to think of me the same 
way. I want them to feel that their problems are mine 
and that together we will find a solution. This relation- 
ship often takes years to build. I have called on many 
of my larger accounts since the days when their entire 
plant would fit in my attic. Now, in many cases, my 
attic would fit in the president’s wash room! I have 
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By FRED ZWASKA 


Salesman, The Robert Rom Company, 
Milwaukee 


in mind one large plant I have been con- 
tacting since the day when their first 
business was brought in by an old col- 
ored lady who wanted an iron repaired 
for 10 cents! I like to feel that I have 
grown up with such customers. True, 
the purchasing personnel has changed 
many times, but my respect and loyalty 
for the organization and what it stands 
for helps me to sell the new man regard- 
less of how hard he tries to supplant me. 

The highest tribute my customers can 
pay me is to think of my company in an 
emergency. Just recently, I was starting 
out one morning when an account tele- 
phoned in and wanted me to call imme- 
diately. The problem had to do with 
valves already installed in the lines. Due 
to changes in operating conditions, closer 
regulation was necessary than formerly. 
After the mechanical engineer had ex- 
plained these and other incidental details, 
the matters of replacement costs and service interrup- 
tion were considered. The situation in brief was that a 
recommendation was made and accepted to_ install 
restricted areas, pipe seats and discs which were inter- 


“There are those who still insist that the 
industrial supply salesman is an order-taker. 
If that were true, the supply house could 
send the office boy out to make a few com- 
ments on the weather and call for orders.” 


changeable in the valve bodies in service at but a mini- 
mum expense and little or no service interruption. In 
view of the service rendered, will this mechanical engi- 
neer forget these details in specifying further require- 
ments ? 

Valves are my specialty, so when an account which had 
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been buying our highest quality valves for 
maintenance work for many years suddenly 
decided to buy a cheaper valve as an econ- 
omy measure, the first thing I did was to 
make a recapitulation of all its valve 
purchases by date and amount for the past 
three years, also its orders for repair parts 
on these valves for the three years. These 
figures proved so much in favor of the 
quality product that it is still included in 
the customer’s specifications. 

It seems to me that the best way to sell 
valves, or anything, for that matter, is to 
get the buyer’s reaction without asking for 
it. My plan is this. If I know a buyer 
fairly well, I go into his office when I know 
he is not at his desk. I lay valve samples, 
particularly adaptable to his service condi- 
tions, on his desk with a piece of descriptive 
literature under each. Then I leave my card 
with some such comment at this: “Bob: 
For your inspection and comment.” Instead 
of putting the valves with my card, where 
he will have to move them when he comes 











RED ZWASKA has been with The Robert Rom Com- 

pany, Milwaukee, for 36 years during which time he has 
served in the various capacities of office boy, stenographer, 
billing clerk, salesman and director. One morning, after he 
had been in the billing department for a little over a year, 
Mr. Waite, the sales manager, invited him upstairs to his 
private office. “I’ve got a new job for you,” he said. “How 
would you like to selll?” 


*‘“Hully Gee!” was Mr. Zwaska’s explosive reply, “that’s 
what I’ve always wanted to do. But I don’t know anything 
about it.” “Well,” replied Mr. Waite, “I might tell you 
some things that would get you welcomed in some plants 
and kicked out of others. Here are three inquiries. See 
what you can do with them.” 


Three hours later, the young salesman returned out of 
breath and flushed with excitement: ‘“‘Here’s the bacon” he 
puffed proudly, laying a $400 order for four-inch pipe on 











in, I place them at the rear of the desk. 
Then on my next call a week or 10 days 
later, I can see if they have been moved. 
Instead of asking what he thought of the 
valves, I talk about everything but valves 
at first and then casually remark, “Bob, are 


Mr. Waite’s desk. 


“That was the beginning,” says Dan Rom, president, “‘he’s 
been bringing home the bacon ever since.” 











you through with these valves?” His com- 
ment indicates very definitely his reaction. 
Were I to say, “What do you think of the valves?” he 
would immediately be on the defensive. If he is inter- 
ested, he will probably discuss salient points. If not, 
high-pressure procedures are usually not effective. 

It was instilled in me from the start never to go into 
a prospect’s office unless I had something to talk about 
which would compensate him for his time. This was 
impressed on me so thoroughly that when I was given 


“I like to think of myself as part of the 
organizations I call on and I want them to 
think of me the same way. I want them to 
feel that their problems are mine and that 
together we will find a solution.” 


1 new account just recently I felt that I had nothing to 
offer it in the way of ideas. The engineer in charge had 
just designed and built the most modern plant of its kind 
in the world. Engineers are still coming from the far 
corners of the earth to study the new equipment and 
advanced methods he has introduced. What did I have 
to offer such a man? I was beset by tne most inferior 
of inferiority complexes. I worked all around him. I 
contacted all of his assistants. I called often-and regu- 
larly, but I avoided his door as if it bore a smallpox sign. 

Finally the day of days came. It was a May morning. 
| was ready to challenge the world. At eight o’clock 
[ was in the new plant. The switchboard operator was 
not at the switch. The errand boy, however, was on the 
job. “Today I have come to see the Big Boss,” | beamed 
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at him. He beamed back, seemingly aware of my new 
power. In a few minutes he returned. The Big Boss 
would see me. 

At last I was in the “sanctum sanctorum,” actually 
facing the man I had avoided for months. 

“What can I do for you?” was the discouraging, 
matter-of-fact opening. 

I had a new valve product with me which I had loos- 
ened up, and without saying a word I handed it to him. 
He studied it for a long itme and then started firing 
questions at me: 

“What is the valve body made of ?” 

“Cast steel.” 

“What are the valve trimmings made of ?” 

“The stems are made of cold-rolled monel. The seats 
and discs are also made of monel,” and so on. 

“Interesting, but it would involve cost and labor to 
test the valve under service conditions.” 

“T doubt if there is any necessity for testing it. The 
valve is built for 400 Ibs. W.S.P. and for a total tem- 
perature of 750°, guaranteed by manufacturers of 
national reputation for quality products.” 

Finally he said, “How long has this been on the 
market ?” 

I told him, and also mentioned a number of installa- 
tions in his locality. 

“When you have something like this,” he said, “why 
don’t you bring it in?” 

“Well to tell you the truth I’ve had an inferiority 
complex where you’re concerned.” 

He seemed amused and asked, “Why is that?” 

“You have such a reputation.” 

“Hm—What for?” he countered. (Turn to next page) 


13 














“For being such an advanced engineer that I felt any- 
thing I might tell you, you had probably heard about 
years ago. It seemed that I just didn’t have anything 
to compensate you for your time.” 

“Well that’s a much better attitude than to think you 
know everything.” 

From then on, he went out of his way to put me at 
ease. He showed me parts of the plant which are 


**It was instilled in me from the start never 


to go into a prospect’s office unless I had 
something to talk about which would com- 
pensate him for his time.” 


usually barred to salesmen and visitors. He talked to 
me as if I had as much engineering background as he. 
In short, that May morning founded one of the most 
interesting and profitable business friendships of my 28 
years of selling. 

Haven’t you always believed that most men who do 
a lot of “kidding” expect some in return? So have I. 
But there was one occasion when the rule didn’t work. 
This fellow could hand it out but just couldn’t stand to 
be kidded back. I discovered this truth when I saw a 
$3,000 contract given to a com- 
petitor. The next morning I told 
our sales manager that something 
had happened which cost our 
company an order for $3,000. 

He looked up alarmed, as well 
he might under the circumstances. 

I admitted that it my 
fault. I had analyzed this particular buyer wrong. 

“Well have you learned anything from the incident?” 
he asked. 

“T certainly have.” 

“Then we’re willing in this instance, to charge it to 
expense.” 


was 


Since then, I try to learn something from every lost 
sale, my competitor’s as well as my own. 

A few weeks ago I was talking to a buyer at the 
entrance to his office. In the midst of our conversation 
a salesman came up and handed him a requisition which 
he had secured out in the plant. He was very anxious 
that the buyer okey it immediately so he could make out 
the order. The buyer told him he would probably mail 
it in, and the salesman went on his way whistling. Later 
on in our conversation, I noticed the buyer tear up the 
requisition and drop it on the floor. 

“Absent-minded, aren’t you?” I asked. 

“Hell, no! If that fellow wanted to get in the plant 
why didn’t he come to me first? It’s crafty fellows like 
him who make it hard for ethical salesmen.” 

Back-door selling is responsible for much of the 
stigma placed on the rest of us. In one plant, for exam- 
ple, every salesman is escorted to the buyer’s office from 
the general reception room so there is no chance for him 
to escape into the plant without the buyer’s sanction! 
Back-door selling seems incomprehensible to anyone 
who has been selling for any length of time. It is so 
easy to say, “If you don’t object, Mr. Blank, I should 
like very much to see your master mechanic or your 
engineer as he might be interested in this new develop- 
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"I try to learn something from 
every lost sale, my competitor’s as 
well as my own.” 


ment.” Nine times out of 10 the answer is, “Not at all. 
Here’s your pass.” 

Did it ever take you seven years to sell a customer? 
That is my all-time record. It happened this way. 
About twice a year our sales manager pays visits to all 
of my accounts. On one of these trips, we were 
received royally everywhere until the last call. This was 
an old house account but a new one for me. In this 
plant, you had to telephone from the downstairs 
information room in order to get into the sanctity of 
the upstairs waiting room. This buyer had a farflung 
reputation as the man who could ruin your whole day. 
Well he certainly ruined mine. Over the telephone, he 
asked me what I wanted to see him about. I explained 
that our sales manager was with me and I wished to 
introduce him. He said, “All right, come up,” words 
which might have sounded encouraging, but with his 
intonation they dripped icicles. We went up, and instead 
of asking us into his office, he stood with the railing 
between us, impatiently tapping his foot. After the 
introductions were over he began, “You lost a valuable 
man in Mr. So and So and one who will be difficult to 
replace. No one will be able to fill his shoes.” As the 
eulogy waxed more eloquent, I felt more and more 
unnecessary. When we got outside, neither of us said 
anything for a long time. Finally, I turned to our sales 
manager, “I’m not so hot, eh?” 

“Well you can’t click 100% 
on every prospect, you know.” 

“Mr. Waite,” I announced, 
“I’m going to sell myself to that 
man if it’s the last thing I do!” 
And I did, although it took me 
seven years before I succeeded. 

There were two factors which brought about the 
change. The first occurred one day when his wife came 
in to look at some fixtures for their new home. As soon 
as I heard the name, I dropped whatever I was doing 
and ushered all my forces. We don’t have much of a 
show room, so I enlisted the help of two boys and we 
uncrated new numbers and outdid ourselves to find just 
what she wanted. Our reception of his wife was so 
different from the one he extended us that from then 
on his attitude changed perceptibly. She apparently was 
pleased, for we sold the fixtures and were thanked for 
courtesies extended on the next official sales call. 


“Friends made through service rendered 
are usually longer-lived than business secured 


through friendship.” 


This was the beginning of a mutual understanding 
and a business friendship which was worth many times 
the seven years it took to cultivate it. He has driven 
many a hard bargain, but it is a fair one always. I 
always look forward to a usual day or two with him 
when the bass are rising to the lure. There is a creed 
which seems to have worn well with time that friends 
made through service rendered are usually longer-lived 
than business secured through friendship. 

Which reminds me of the time when my next door 
neighbor was made purchasing agent of one of the 
factories in my territory. Immediately, I asked to have 
that account given to someone (Continued on page 70) 
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Plan for Determining 


NET PROFITS 


on Individual Lines 


HE Department of Com- 

merce and other research 

agencies, in recent years, 
have diligently searched distribu- 
tors’ records to determine the cost 
of handling individual lines of 
merchandise, on the theory that 
until such costs are known, it 1s 
difficult to ascertain which items 
are profitable and which are not. 
It has been realized by these or- 
ganizations that there is a woeful 
lack of information on distribu- 
tion cost accounting and that such 
lack of information has a great 
deal to do with the many evils 
complained of by nearly every 
group of distributors. 

The industrial supply industry 
differs in no respect from any 
other group of distributors as re- 
vards the lack of distribution cost information. ‘There 
exists, in the industry, no apparent relation between the 
actual cost of selling a particular item and the profit to 
be derived from such sale. Surely, if the cost of dis- 
tribution, by item, were accurately, or even approxi- 
mately known, such a condition would not maintain. 

It is true that many items are being sold by distribu- 
tors with a yield of 20% on the selling price, when the 
actual sales cost plus a proportionate share of overhead 
will total 25%, resulting in a net loss. It is probably 
also true that distributors are attempting to extract a 
margin of 40% on items to which a sales cost of 20% 
is applicable, thus forcing themselves out of competition 
on this item. 

Net yield, corrected for all the factors which increase 
or decrease paper profit, still varies by as much as six 
or seven hundred percent throughout the broad sweep 
of industrial supply items. These factors of correction 

percentage of mark-up; sales resistance, modified by 
the average cash value of sales; annual turnover; sales, 
service and replacement expense, and delivery costs—are 
known in a general way, but are seldom actually figured 
out. Before the net yield of any item of merchandise 
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“Bete the net yield 


of any item can be computed in such 
form as to enable comparison with other 
items, considerable tabulation and care- 
ful estimations must be made. 
Clendinning, who is a department 
manager for a large industrial supply 
house, has worked out a suggested plan 
for arriving at actual net yields. 
tells about zt here 


Mr. 


He 


By W. R. CLENDINNING 


can be computed in such form as to enable comparison 
with other items, considerable tabulation from past rec- 
ords and some estimating must be done. ‘This I have 
done and will make known here my findings. 

Before the system used to arrive at comparative net 
yield figures on various lines is explained, the reader 
should understand that these figures are based on one 
man’s experience and that the system employed to ar- 
rive at results, rather than final figures, is the thing 
most worthy of consideration. By the use of this sys- 
tem, or a similar one, it seems possible that sufficient 
information could be arrived at by distributors to enable 
them to select for concentration those lines which prom- 
ise the highest net yield. 

The various factors which enter into any consideration 
of sales cost have been listed earlier in this article. Ob- 
viously, some of them are tangible, others highly intan- 
gible. [For instance, the mark-up percentage and annual 
turn-over for any line of products is easily ascertained 
from purchase and sales records. On the other hand, 
such factors as sales resistance, delivery costs, classified 
by item, and expense involved for service and replace 
ments are not usually kept in record form but every 
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How to Arrive at Actual Net Profits 


times: Multiplying these two to- 
gether gives 175%. Certain sales 
resistance, estimated at .6%, exists. 
Multiplying 175% by .6% gives 











105%. No undue delivery expense 
is involved, the correction therefore 


Service, ; : ii 
| Returns, | being unity and our figure remains 
Mark-Up — init — _ wn i 105%. Likewise, service, returns 
Item | Percentage | Turnover | Resistance | Correction | Corrections | Yield and replacements _ not unusual, 
caine eat | NRE, Sentinkon eines es ee that figure also being one. Hence, 
A 35 | 5 6 | 10 | 10 105 our final net yield is 105%. 
B {| 30 | 4 | 10 9 8 86 Thus, on item “A,” it is found 
Cc | 25 | 4 | 8 1.0 9 72 : the 4 = a year’s — 
D 12 6 | 1.0 j 1. that every dollar invested will re- 
E | 10 | 8 | 10 : 1 : turn a profit of 105% or $1.05. 
EF | 30 3 | '8 1.0 - 65 By checking over the other items 
: | : 7 listed in the table it will be seen 
bo | ya | : 1.0 | - 8 65 that net corrected yields vary con- 
| 0 | 5 | 1. 9 45 siderably. Why such differences 
I | 5 10 1.0 | 8 1.0 40 should exist is positively incompre- 
J. 10 | 5 10 | 8 1.0 40 hensible. Perhaps, like Topsy, they 
K | 30 | 10 | 1 | 10 1.0 30 just grew that way, but more prob- 
L | 10 | 5 1.0 ow Ss i ably, it is because we distributors 
M | 25 | 4 | .4 1.0 6 24 have gone along from year to year 
N | 20 | 2 | 8 D4 8 18 without actually knowing just what 
O | 40 | 2 2 1.0 10 | 16 it was costing us to sell individual 
P| 25 2 | 3 1.0 1.0 15 lines. We've been depending too 
| : : ° | much on hunches and guesswork, 
Q 15 | 2 3 1.0 9 | 14 rather than definite knowledge of 
R 25 2 2 1.0 8 8 the real facts. 
: | ro yr “4 : : By the preparation and study of 


tables, such as the one explained in 








this article, it would be an easy 





distributor should have a good idea as to what they 
amount to. 

In the table on this page appear the items to be con- 
sidered ; the average mark-up for each item in percentage 
form; the annual turnover by item; a correction figure 
for sales resistance, modified by the cash value of the 
sale on each item; and correction figures for delivery 
cost, service, returns and replacements. 

Figures in the “sales resistance” column vary inversely 
in arithmetical size with the amount of sales resistance 
customarily encountered on each item in the left-hand 
column. For instance, experience has shown that sales 
resistance on certain items is relatively low. The cor- 
rection figure for these items is therefore made unity. 
On the other hand, certain other commodities are sub- 
ject to considerable sales resistance, hence the correction 
figure is low arithmetically. The reason for rating this 
correction inversely will be understood when it is ex- 
plained that the net yield shown in the right-hand col- 
umn is arrived at by multiplying all factors together. 

The same holds true in the “delivery cost” and “serv- 
ice, returns and replacements” columns; the lower the 
correction figure the higher the expense involved, hence 
the lower the net yield. 

To arrive at the net yield, all figures in the various 
columns are multiplied together. For instance, let us 
work out the percentage on item “A.” The average 
mark-up is 35% and the annual stock turn-over, five 
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matter to weed out undesirable lines 
and thus contribute materially to 
our annual net profits. 

A widespread and definite effort to standardize the 
figures on annual turnover would lead us towards a bet- 
ter knowledge of our operating expenses and make un- 
explained losses more understandable. Under perfect 
conditions, we could send out a salesman with any item 
in our line and be sure that our sales costs would remain 
the same regardless. Under present conditions, our sales 
cost on various items varies considerably. 

For example, on checking the figures given in the 
table on this page we find mark-up percentages on dif- 
ferent items vary from 5 to 40 percent; turnover from 
1 to 10 times, and net corrected yields from 1 to 105 
percent. There are also wide variations in the correction 
figures for sales resistance; delivery costs; and service, 
returns and replacements. 

While we can never hope to attain perfection in this 
matter of sales cost, we can improve present conditions 
materially, if we have a mind to go about it. 

The least we can do is to determine and reject those 
items which are so far out of line as to cost us more 
to sell than they yield. 

The manufacturer who gets our business must so con- 
duct his enterprise as to make possible a profit on resale 
for the distributor. If he cannot do this, we must let 
him sell direct or drop out of business. We cannot af- 
ford to support him. 

After all, we have only so many years to live, so 
many days to sell and we cannot afford to waste them. 


MILL SUPPLIES 











SEPTEMBER, 1932 MILL SUPPLIES 17 


Brush New 


For Industrial Distributors 


Published by The Osborn Manufacturing Co. 


(Advertisement) Copyright 1932 


TPT TTT 
TIT TTT 














‘r 








XUM 


Lite 4j eee [ VV Egy 


whi 


I) 


4 
, alle 


Sa = 





Window display of Osborn Brushes at The Chas. A. Strelinger Co., Detroit, Mich. 


STRELINGER STORE DISPLAYS 
SELL OSBORN BRUSHES 


HE use of store displays as 

part of a definite merchan- 
dising plan has proved successful 
for The Chas. A. Strelinger Com- 
pany, Detroit, Michigan, Not 
only do these displays build 
bigger store sales but greatly 
assist the outside men in their 
contacts with customers. 


When new products are added 
to the Strelinger lines, they re- 
ceive a preferred position in the 
floor displays. The Strelinger 
Company makes every effort to 
fix them in the minds of their 
trade, 





This proves of real help to 
Strelinger traveling representa- 
tives in their talks with buyers. 
In store interior exhibits of 
Osborn Brushes, each brush on 
display is identified by the Os- 
born catalog number and the 
price. The use of the price card 
has proved of exceptional value. 


An exhibit of “‘models’”—small 
working designs of boats, auto- 
mobiles, airplanes, etc., was held 
for two weeks in July. This ex- 
hibit was a tremendous success 
in attracting industrial buyers to 
the Strelinger store. The in- 





creased attendance gave a new 
value to the interior displays of 
the regular goods. 


The consistent use of well- 
planned store displays, changed 
frequently to keep interest alive, 
has had the cumulative effect of 
bringing more and more cus- 
tomers into the store. 


The success of The Chas. A. 
Strelinger Company proves con- 
clusively that modern merchan- 
dising methods can be profitably 
employed by industrial distrib- 


utors. 
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Cross-sectional view of an 
Osborn No. 435 Wall Brush. 
Illustration is less than the 
actual size of the brush. 


Although other types of 
Osborn Paint and Varnish 
3rushes vary in size and de- 
sign, the basic construction 
features are identical. 














The handle and brush part are 
securely fastened in the fer- 
rule. This contributes greatly 
to the strength and durability 
that distinguish Osborn Paint 
and Varnish Brushes. 











The bristle in) quality-built 
Osborn) Paint and = Varnish 
Brushes is imbedded in pure 
rubber of heavy consistency. 
The Osborn vulcanizing pro- 
cess requires from) six to seven 
hours. Low temperature heat 
is used to protect the natural 
oil in the bristle, thereby pro 
longing the lite of the brush. 











The exceptionally smooth, 
glossy appearance and_resih- 
ency of the bristle in Osborn 
Paint and Varnish Brushes ts 
made possible by the Osborn 
vulcanizing process. 











Sales Pointers about Osborn 








Handles are carefully designed, 
shaped and smoothly finished 
to assure accurate balance and 
ease of handling. 


Only high grade, hardwood 
lumber, rigidly inspected to 
assure freedom from defects, 
is used in the handles. 














A hardwood plug is used in all 
Osborn Wall Brushes and in 
the larger sizes of Osborn 
Varnish Brushes. 

The plug is essential to the 
proper shaping of the bristle 
in the brush and also forms 
a reservoir for the vehicle as 
indicated in the cross-sectional 
view. 














Note the “reservoir” formed 
in the bristle by the plug. 














Expert brush makers turn the 
natural bend otf the bristle 
toward the center of the brush, 
thereby securing the correct 
shape that distinguishes 
Osborn Paint and Varnish 


Brushes as fine tools. 
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Paint and Varnish Brushes 


HEN an Osborn Distributor’s Salesman 

is asked by a customer to explain his 
claim for highest quality in Osborn Paint and 
Varnish Brushes, the following facts should 
prove helpful. 





l Osborn Chinese bristle brushes are made of 
superior grades of Tientsin or Manchurian 
bristle. 





Osborn Russian bristle brushes are made of 
a superior grade of white, yellow or gray 
bristle, all thoroughly washed, cleaned and boiled. 





Wherever stiff bristle is used, as in Osborn 

Wall, Stucco, Kalsomine, Oval Varnish and 
large sizes of Flat Varnish Brushes, Osborn uses 
only superior grades of Hankow, Chungking and 
Yunan Chinese bristle. (No ordinary Hankow 
bristle 1s used.) 


4 Practically all bristle in Osborn Paint and 
Varnish Brushes is properly boiled, steril- 
ized, straightened and blended. (The No. g49 
1” Varnish Brush is the only exception.) 


5 Osborn Paint and Varnish Brushes contain 
only the necessary amount of short bristle 
to shape the brush off to a natural taper. (No 
j excessive amount of short bristle is used to 
cheapen the price of the brush.) 


¢ Osborn Paint and Varnish Brushes contain 
no dyed bristle, horsehair, tampico, “rifling” 
orany other adulterants whatsoever, (“Rifling” 
is waste bristle picked up from the floor and 
often contains horsehair, tampico, wool, etc.) 





7 Uniformity of quality distinguish all Osborn 
Paint and Varnish Brushes. The line is 
unconditionally guaranteed. 


Ss The makers of Osborn Brushes have a long 
established policy of manufacturing high- 
quality products. A paint or varnish brush bear- 
ing the well-known Osborn trademark represents 
honest value and successful performance. 








Memorandum to ‘‘Brush Conscious’’ Salesmen 
of Osborn Distributors 


Practically all the information contained in this issue 
is additional to other information about Osborn Paint and 
Varnish Brushes which has appeared in various past 
issues of Brush News. 

The sum total of this information provides a salesman 
with an expert knowledge of Osborn Paint and Varnish 
Brushes. 








Sterilizing and drying the bristle 
(Continued on next page) 
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Processes in the 
manufacture of 
Osborn Paint and 
Varnish Brushes 
(Continued from preceding page) 
(At left) 

A batch of bristle being laid 
out for the mixing machine. 
(At right) 

Making the brush part. 











(At Left) 
Inserting the wood plug 
and completing the brush 
part. 


(At right) 
Dipping the bristle into a 
solution of pure rubber pre- 
paratory to vulcanizing. 








(At left) 
The Osborn vulcanizing 
process requires from six to 
seven hours at low tempera- 
ture heat to protect the 
“life” of the bristle. 


(At right) 
Fastening the ferrule to 
securely lock the handle 
and bristle together to 
complete the brush. 











(At left) 
In making Osborn Varnish 
Brushes, a forming cup is 
used to give the brush the 
proper chisel. 


(At right) 
Skilled brush makers form 
the “‘chisel’”’ after which the 
butt ends of the bristle are 
trimmed. 





JHE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 
Sales Branches—New York, Detroit, Chicago, San Francisco 


PRODUCTION BRUSHES ZOSBORS MAINTENANCE BRUSHES 


FOR ALL REQUIREMENTS = 17). jcrk of BetterBrushSewice FOR ALL REQUIREMENTS 
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‘By 
GENERAL OTTO H. FALK 


Chairman of the Board, 
Allis-Chalmers Manufacturing 
Company, Milwaukee 


QC L’S an ill wind that blows 

nobody good” applies 
particularly to the position of 
the industrial distributor today. 
In these times of economic 
stress, manufacturers are gen- 


erally finding it more economi- ———— 











cal to market their products 
through the selling organiza- 

tions of progressive distributors, and 
users have been able to reduce their 
maintenance inventories by turning to 
the distributor for daily needs rather 
than buying in large quantities direct. 

I have noted a growing tendency on 
the part of distributors to capitalize on 
this condition with a view to establish- 
ing their position against the day when 
the line on the sales chart will take a 
definite upward swing. This is evidenced 
not only by the high degree of service 
they are rendering, but by the ability of 
their sales forces to study the require- 
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ments of the user and to apply the right 
product to specific conditions. 

Our own storehouse is a typical ex- 
ample of this about-face in the economic 
scheme of things. Formerly, it bore all 
the aspects of a distributor’s warehouse. 
Now, instead of maintaining abnormal 
stocks of our own, we are allowing the 
distributor to anticipate our industrial 
supply needs for us. Thus we have been 
able to cut down our maintenance in- 
ventory, effecting a worthwhile saving 
which has been passed on down to our 
customers. 
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The Practical Value of 
Market Determination 


HE business planning of many concerns 

seems to favor marking time until eco- 

nomic conditions correct themselves. 
Their attitude is one of establishing a defense 
against the depression, rather than building 
an offense which will aid in relieving eco- 
nomic pressure and bring about business 
improvement. 


The business leaders of tomorrow will be 
the ones who have the courage and fore- 
sight to go after business aggressively, not 
those who are “sitting and waiting and suck- 
ing their thumbs” in the hope that some 
magic formula will be discovered which will 
make everything all right again. 


An example of the type of business lead- 
ership which will aid in restoring prosperity 
may be seen in the accomplishment of The 
Swann Corporation, Birmingham. This com- 
pany, in the words of its president, Theo- 
dore Swann, “decided not to wait for the 
arrival of prosperity, but to go out and deter- 
mine for itself where business was hiding.” 


Here's how The Swann Corporation went 
about ending the depression so far as it is 
concerned. It instituted a plant-by-plant sur- 
vey of the chemical needs and buying habits 
of industry. To date more than 6,000 calls 
have been made in 23 states, with the result 
that the survey has more than paid for itself 
in new business and at the same time given 
the company new specific objectives for re 
search development. To follow up the leads 
uncovered, five new district sales offices and 
resident salesmen in 10 other cities are being 








established, increasing the sales personnel of 
the company by 50 per cent. 


On top of that, the survey has led to the 
development of new products, applications 
and methods which will benefit the industries 
served by Swann. 


What the Swann Corporation is really do- 
ing is applying the principles of market deter- 
mination. That same procedure is open to 
every distributor and promises worthwhile 
results. 


MILr Supp.ies has long been hammering 
home the practical value of market determi 
nation; in fact has developed a suggested 
plan of procedure as a guide to distributors. 


Surveying your market, both from the 
standpoint of territory covered and products 
handled, is sound business. If you’re not al- 
ready doing it, you had better get started im- 
mediately. Perhaps you'll find, as the Swann 
Corporation did, that there’s lots of potential 
business to be had that you never knew 
existed. 
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The Committee’s Plan 
for Progress 


HE Joint Merchandising Committee 

has developed a plan whereby the re- 

search data which has already been 
compiled will be put to work and additional 
information uncovered. 


Already, subscribers have been sent 16 
charts containing important facts concerning 
the movement of industrial supplies from 
manufacturer to user; while 19 additional 
ones are soon to be in the mail. The plan 
now is to choose certain of these charts, 
which are closely related, and have them 
analyzed and discussed by manufacturers, 
distributors, and users. These analyses are to 
come not only from top executives, but also 
from salesmen and buyers. 


In this way, additional valuable informa: 
tion will be brought to light pointing out 
why users should buy from the distributor; 
why manufacturers should sell through the 
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distributor; and what the distributor must do 
to prove he is a necessary and economical 
link between manufacturer and user. Such 
information will be disseminated by the Joint 
Merchandising Committee with the aid of 
the National, Southern and American 
Associations. 

The facts also will be made available to 
the trade press for editorial comment. Thus, 
wide publicity will be given the movement. 


Then, too, all discussions will be pub- 
lished in the “Coordinator,” official bulletin 
of the Committee. 


The idea behind this plan of the Commit- 
tee for getting subscribers to make use of the 
facts being sent them and also to pool their 
Own experiences concerning industrial distri- 
bution, thus adding to the fund of informa- 
tion already available, is excellent. For, after 
all, if any subscriber is to profit fully from 
the movement, he must do more than merely 
pay the subscription price. He must apply 
the facts developed to his own business, add 
his own experience to the Committee's “boil- 
ing pot” and use his influence to secure addi- 
tional support to the movement. 


If each subscriber will do his “bit,” noth- 
ing can stop the progress of the Committee's 
work, the most forward-looking, practical, 
cooperative program ever launched in the 
field of industrial distribution. 


WA 


Who's to Blame for 
Price-Cutting? 


ERMITTING salesmen to cut prices is 
bad business. It may help in landing an 


order here and there, but what's the 


sense in accepting business unless you can 
make a profit on it? 


Once you sell a customer at cut prices, you 
establish a precedent which is mighty hard to 
live down. He will always be looking for a 
lower price than the established one, making 
it dificult to maintain the account on a prof: 


itable basis. 


Besides the damage done with the account 
in question, information on price-cutting has 
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a way of leaking out with the result that 
other buyers as well as competitors are likely 
to learn of it, thus upsetting the market all 
around, 


The blame for cutting prices should not be 
placed on the salesman for, as P. G. Mad- 
dock, Maddock and Company, said in a re- 
cent letter to members of the National Asso- 
ciation: “The responsibility for maintaining 
prices should rest with the sales manager or 
higher executive.” 


There is no question but what price-cut- 
ting is a direct reflection on sales manage- 
ment, for no salesman is going to slash prices 
unless he has the sanction of his superiors. 


Cut prices may be the easy way to in 
creased volume, but they are also the certain 
road to business suicide. 
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Postponed Purchases 
—. to the Business Week, 


industry is approximately 30 billions 

of dollars behind in its purchases of 
new equipment. In arriving at its estimate, 
the Business Week used the average annual 
purchases over the 11-year period from 1919 
through 1929 as normal. 


That industrial plants everywhere have 
been postponing purchases of needed sup- 
plies and equipment to the point of crippling 
their plant facilities is a widely known fact. 
When they do start purchasing, and in many 
instances commitments cannot be delayed 
much longer, the industrial distributor is sure 
to benefit. 


It behooves every distributor to keep his 
house in order and be ready for the transla- 
tion of present improved business sentiment 
into actual purchases. Industrial buyers are 
going to demand unusual service, and with 
the accumulated backlog of need for indus- 
trial supplies and equipment amounting to 
billions of dollars, they will have to have it. 
Part of the responsibility for supplying this 
unusual service will rest with the distributor. 
See that you're prepared to hold up your end 
of it. 








SILENT SALESMEN 


HAT can we do to insure getting 


ae teh es ol Ce ele ie cA business-building idea being 


dustrial supply business? With sales d 
staffs reduced, maintaining proper contact USE 
with industrial plants presents a real prob- Ross- 
lem and many a distributor is searching for 
practical ways and means of keeping in close 
touch with prospects and customers. 

Some distributors are relying upon direct- 
mail work to supplement the calls of their salesmen; 
others employ the use of house organs, while still others 
are merely marking time until business conditions are 
normal once again. 

A few months ago, Mitt Suppties told about a busi- 
ness-building idea which the R. C. Duncan Company, 
Minneapolis, was putting into effect. This progressive 
distributor developed what was called an “Easy-Refer- 
ence Card,” upon which was listed the principal items 
regularly stocked. This card was put into the hands of 
customers and prospects with a request that the buyers 
tack it up where they could refer to it easily. Duncan’s 
name, address and telephone number, of course, were 
prominently displayed at the top of the card as was 
also the statement, “Check items used by you. Remem- 
ber us when in need.” 

The use of this card, according to R. C. Duncan, 
proved of definite value in developing new business. 

Another progressive distributor, The Ross-Willoughby 
Company, Columbus, Ohio, has worked out a plan, sim- 


to good advantage by The 
Willoughby Company 


ilar to the Duncan plan, which is also proving very much 
worthwhile. 

Ross-Willoughby has developed a “Handy Reference 
Chart” which is designed for a two-fold purpose. It is 
a manila folder which, when folded, can be used as a 
ready reference file for the purchasing agent. When ; 
opened and tacked up in the plant, it serves as a guide 
to plant men as to where specific items can be obtained. 

On the front of this folder are printed the words, 
“A Handy Reference Chart,” plus the company’s name, 
address and telephone number, and an electrotype of 
the slogan, “Distributors Serve Industry Economically, 
3uy It from the Distributor.” 

On the inside of the folder is an alphabetical list of 
the items carried regularly in stock by Ross-Willoughby. 
Printed in red so as to stand out prominently are the 
name of the company, plus a list of the more prominent 
lines for which it has exclusive distribution. 

Also, prominently displayed are the facts that the 
Ross-Willoughby pipe shop, with (Continued on page 70) 











— The Ross-Willoughby Co. the 


209 W. Spring Street, Columbus, Ohio 


—_——— 













































Phone Items Regularly Carried In Stock Phone 
MAin 5291 Check Items Used By You. Remember Us When In Need. MAin 5291 
3 Annie Diaphragms — Pump A Few of our Nationally Hose — Suction — BOSTON Rules — LUFKIN 
ae Dre Pipe and Bolt Hose Water BOSTON Saws — Cireul: 
Babbitt Metel — MACNOLIA Dre Belt — CLING SURFACE Known Lines for which we Hoes } Sows Hack SPARTAN-MARVEL 
Breet cetuine have exclusive distribution. Injectors — PENBERTHY {] Serew Drivers — Portable Electric 
Drill Portable Electric — MI Ss. trons — Soldering Serew Drivers —- Hand 
“IKE eae FALLS | Ames Baldwin Wyoming Shovel Co. Siilin > Sena and tah Oe £) Screws — Cap — Set — Lae 
7 one Machine Works RT Screws - fet *« — ALLEN 
2 wist —- STANDARD TOOL ag —<_ | oO a Peelee : 
sANt Silent Chars — LINK BELT American Stool & Wire Co. Ladders — DAYTON SAFETY Shaftuns 
SCHIEREN . Bond Foundry & Machine Co. patie -- Biehing Shelving < Stes? 
BOND ARON bbectre sas % e 
BOSTON PENBERTHY Boston Woven Hose & Rubber Co. Pig — Block Sh vel Scoops 
oe sve Fue — PYRENE Chicago Paeumatic Toe! Co Burglar Proof — FOUR-WAY — 
cain xt — Rivet Dufl-Norton Mfg. Co. wl Sprockets — BOND 
MARVEL HI Fasteners — Belt — ALLIGATOR Dodge Mfg. Corp. ee — : 
SPEED CLIPPER oi Steet Cold Drawn 
Fasteners — Belt — CRESCENT . sae . 
“ Delta File Works Hose F) Teching Mach 
Pipe ‘acking Machines 
F.NORT 7 Everlasting Valve Mfg. Co. A Tape — Fricnon — BULL DOG 
Goulds Pumps, Ine. Santen «os ines Taps — Machinist — STANDARD TOOL 
SBOF Johns-Manville Sales, Inc 1) Onakum — Tarred and Untarred Ls 
- - Link Belt Co. Oile Machine < 
cclieiadies tie Jil — Threading and Cutting : ¢ Hand 
Co Packing JOHNS. MANS ILL 
we Mason Requinter Pant TOLEDO 
oA Millers-Falls Co. Pape: ; .ODGE 
Mig. Ce. Pipe — Copper Bearing ARMSTRONG 
sackets " YOUNCSTOWN arable Speed 
ole aie 4 Manhole Pomona Pump Co. Pipe — Brass — CHASE REEVES 
. Quigley Co., ine. eal er = YALE & TOWNE 
™ ' ies ipe — Stee! OUNGSTOWN 
ie > , FLOND | Reeves Pulley Co. Plates — Belt — CRESCENT 
Spartan Saw Works } Plates — Screw — GREENFIELD 
4 DIXONS Syntron Company Pher 
- Electr MILLERS-F.ALLS Pots — Electric Clue 
SMOOTHLON Chas A. Schieren Co. Seis —- See Valves — Blow.Of — LUNKENHEIMER 
Standerd Tool Co. none *s -- Boiler Feed ) a Check LUNKENHEIMER 
Punge — Diaghegm alves — Gate — LUNKENHEIMER 
= ertvie Yale & Towne Mig. Co. Pumps — Oil Vaives — Globe — LUNKENHEIMER 
SYNTRON Youngstown Sheet & Tube Co. Pumps — Pyramid Valves — Iron and Brass 
= , Pulless — Wood — Iron — Steel ; LUNKENHEIMER 
f : DODGE ) Valves — Needle — LUNRENHEIMER 
Pick Pelteye ~ Paper Motor — BROWNING Resi Regulating —- MASON 
hunches aives Screwed and Flanged 
Our Pipe Shop with a een Valve = Whe e 
Fabricating Capacity Reamers — STANDARD TOOL i . 
1-8 inch to 12 inch Rivets — Bek — CRESCENT Waste — Cotton — Wool 
vets — hon 
ANNITE ; is the best Equipped Rods — Drill Welding Equipment — PRESTOWELD 
2 SEAL To Central Ohio. Rods — Welding — Electric — Gas Wheelbarrows 
HYDROSEAL “ in Rope — Manila — PLYMOUTH Gnnding 
estocel - = —= Rope Steel Wire AMERICAN Adjustable 
s penreanenn We have listed but » few of the many . Sad Menne 
aoe items_carried im stock. Refer to our catalog W We he ; Pi ~ RIDGID 1 
werent — Jodie! ANNITE when in need of amy items not listed R- in ~shr scat paca nero is. Tranemis~ = pe fRIMO 



























“On the inside of the folder is an alphabetical list of the items carried regularly in stock by Ross-Willoughby.” 
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ANNOUNCING 
A POLICY AND A PLAN 


That Enables Distributors to Sell 


TROLLEYS 
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to an enormous market 





Our firm belief is that business on addi- 
tional trolleys and replacement trolleys and 
wheels in the monorail market belongs ex- 
clusively to the distributor. 

Until now, manufacturers have not given 
the distributor a real chance at this business. 

We propose to do so—on a 100%, DIS- 
TRIBUTOR BASIS. 


Here is Your Market 


A recent survey reveals that the market 
available to distributors consists of thou 
sands of installations of 2” flange mono 
rails, with a total of more than 100,000 
trolleys operating on them. 

The market for replacements and addi 
tions to put this equipment in good operat- 
ing condition is now in its ascendancy and 
wide open for distributors. 

Remember: MULTIRAIL WHEEL AS- 
SEMBLIES will fit yokes of all other manu- 


facturers. 


The Multirail Distributor 
Plan in Brief 


W rite for Complete 1. We will provide you with products carrying |5 
Information points of superiority. 
‘ 2. We will support you with an energetic adver 
We know that you will be tising campaign to industrial users through leading 
interested in selling this ex consumer publications and direct mail. 
ceedingly profitable line. 3. Our plan assures you an impregnable competi 
tive position. 
Write at once for all the ee 
. The oriainal investment is very small but your 


facts. margin 


of profit attrac tively long. 


























Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Common-Sense Distribution 

In an article appearing in the 
August number of the Executives 
Service Bulletin, A. E. Van Bibber, 
Clarence Whitman and Sons, Incor- 
porated, states that his company, 
during the present period of dull 
business, has made a careful study 
of distribution policies. After this 
study, the conclusion has been 
reached that in their field, at least, 
both producers and distributors will 
be forced to quit if the uneconomical 
conditions which have existed are 
allowed to continue. The solution, it 
is believed, lies in adhering to the 
following principles : 

A. The producer, with the aid of 
the distributor, must anticipate and 
create goods that will meet public 
demand instead of producing goods 
to fit existing equipment. 

B. The functions of the selling 
house and the mill should be con- 
solidated to eliminate dual responsi- 
bility and the diversity of the meth- 
ods of accruing profits to both 
parties. 

C. Manufactured commodities 
should reach the ultimate consumer 
by the simplest and least expensive 
methods, for distributing costs add 
nothing to the intrinsic value of an 
article. 

D. Common sense and_ honesty 
must be the basis of future operating 
policy. All interested parties must 
cease trying to believe that something 
can be produced for nothing, that 
something else can be purchased for 
nothing, or that profits can be made 
at the expense of some one else. 


* * * 


A Huge Backlog 
A survey presented by The Busi- 
ness Week in its August 17 number, 
shows that a backlog of need and 
demand for industrial machinery and 
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equipment of some $30,000,000,000 
exists today. This figure is based on 
the fact that in 1930, a comprehen- 
sive survey showed that approxi- 
mately 50 per cent of the units of 
equipment in use in a wide range of 
metal working industries were 10 
years old or more and might be con- 
sidered obsolete. Due to the accru- 
ing obsolescence, the value in dollars 
of such equipment at the present 
time would be about $23,000,000,000. 
If this be added to the $6,300,000,000 
of purchases necessary to bring the 
vears 1930, 1931 and i932 up to the 
average for the ll-year period just 
preceding, the total backlog is seen to 
be roughly $30,000,000,000. Pur- 
chases of industrial equipment, ma- 
chinery, tools and new plant facili- 
ties at the present time are estimated 
to be about one-quarter as great as 
the average for the years 1919-1929. 
x ok Ox 


More Economies in Seattle 

An industrial distributor of Port- 
land, Oregon, who is unusually inter- 
ested in studying the trends in the 
industry in his own locality, recently 
made a trip to Seattle, Washington, 
especially to ascertain what steps 
were being taken there to remedy 
conditions. Five of the largest dis- 
tributors were seen and present prob- 
lems discussed. These five distribu- 
tors were unanimous in the opinion 
that no material increases in volume 
could be looked for in the period of 
the next six months. The question 
then became one of whether to at- 
tempt to ride out the storm as they 
were then operating or to take in still 
more sail. The opinion of all of them 
appeared to be in the direction of re- 
ducing expenses further. To be ex- 
act, salesmen are under closer scru- 
tiny than ever. Whether to take 
action by further reduction in sales 


forces, or to try to find some method 
by which old salesmen can be re- 
tained, perhaps on some part time 
basis, was being considered. None of 
them as yet seemed to have made up 
their minds as to just how to do it, 
though they felt that something 
would have to be done. 

There was also a strong indica- 
tion of firming up on prices—a dis- 
inclination any longer to sell mer- 
chandise at prices which will not 
show a profit. Regardless of what 
others might do, these Seattle dis- 
tributors feel that if volume cannot 
be materially increased and if prices 
are so low that profit cannot be made 
on what they do sell, what’s the use? 
Might as well make an effort to see 
a profit in every sale, or else let it go 
by the boards. 





* * * 


Readjustments in Wholesale 
Grocery Field 

HE March issue of The Tobacco 

Jobber reports results of a sur- 
vey made in the wholesale grocery 
field by the Policy-holders’ Service 
Bureau of the Metropolitan Life In- 
surance Company. 

Some of the adjustments made by 
wholesalers in this field to meet 
changing conditions are changes in 
packing rooms, the analysis of cus- 
tomers’ accounts, the use of commod- 
ity analysis, a plan of selective sell- 
ing, changes in territory and number 
of salesmen, improvements in phys- 
ical operations, the costing of orders, 
the instituting of stricter collection 
policies and the establishment of ade- 
quate bad debt reserves. 

Many of the wholesalers inter- 
viewed have analyzed accounts and 
products handled, cut those which 
were obviously unprofitable, with the 
result that they are selling fewer ac- 
counts but have increased their profits. 
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**The most important part of 
a salesman's foot-work is the 


part that gets his foot inside 
the buyer's door.’’ 


THE GREAT PUMP MYSTERY 


synopsis: Discovering that his customers buy many pumps without 
his company having a chance at the business, the head of a supply 
house decides to investigate. When the prospects look promising, he 


assigns one salesman to handle pump sales. As Episode 7 opens, 
the latter is discussing an order with the head of the company. 


EPISODE NO. 7 


> said the 


ICE work, selling that pump to the Paper Company,’ 
u I I I pan) 
president. “We’re mighty glad to break in there. It’s a long time 
since they gave us any business.” 


“Well, it’s this way, Chief,” the salesman replied. “You can’t 





call every day, or even every week, on people you don’t | oe 
not with our standard merchandise that half a dozen people in town carry. Most 
customers have a regular source of supply for those things, and they think you’re a 
pest if you keep hammering them. After a while, you find you’re up against a 
stone wall and you stop calling.” 

“Tell me about selling this pump to the paper mill,” said the Chief. 

“Specializing on pumps gave me a good excuse to call. I found their paper 
stock pumps give them lots of trouble by air-binding. That makes the pump stop 
pumping, so that no stock is fed to the machines. The paper tears. That causes a 
complete shutdown. We can sell them a pump that can’t air-bind, and I told them so.” 


“And we used to consider pumps a mystery!” replied the Chief. 


eer 


rhat’s busi- 
ness we formerly passed up and let somebody else have.” 

“There’s more coming, too. One pump goes in on trial. When it proves itself, 
there'll be half a dozen more. And not only that! We’ve got started with these 


people now. And don’t think we won't sell them plenty of other things!” 


(Yes. It takes some study to take the mystery out of 
the pump business. But it is worth it. We gladly 
teach your salesmen how to do it. We can afford 
to because we can supply all* your pump needs.) 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 











KEEPING POSTED » » 


Newsy facts about industrial distributors 


and their salesmen 











W. W. Taylor Enters Insurance 
Field 

W. W. Taylor, since 1917 presi- 
dent of the Arkansas Mill Supply 
Company, Pine Bluff, Arkansas, has 
sold the major portion of his stock 
to Louis T. Rucks and has left the 
company to become special agent in 
Arkansas for the Mutual Life Insur- 
ance Company. His headquarters 
will be in Pine Bluff. 

For 20 years, Mr. Taylor has been 
prominently identified with the busi- 
ness, civic and church circles of Pine 
Bluff. He went there in 1912 as vice- 
president of the company he is leav- 
ing. 

Mr. Taylor is president of the Pine 
Bluff Chamber of Commerce, di- 
rector of the Central Arkansas and 
Eastern Railway and first vice-presi- 
dent of the Southern Supply and 
Machinery Distributors’ Association. 

He began his business career at 16 
as an office boy for the Simmons 
Hardware Company, St. Louis. Later 
he was associated with the New 
York Belting and Packing Company 
and with the Graton and Knight 
Company. 

Mr. Rucks, who will succeed Mr. 
Taylor as president of the Arkansas 
Mill Supply Company, has been gen- 
eral manager of the concern for the 
past 15 years. 

* * *K 
Frank Wilson with Sees and 
Faber 

Krank D. Wilson, for the past 25 
vears associated with the distribution 
of mill supplies in the Philadelphia 
area, has joined the organization of 
Sees and Faber, Incorporated, Phila 
delphia, in the capacity of general 
manager in charge of operations and 
sales. 

His splendid background in the 
supply field has been enhanced dur- 
ing the last year by experience gained 
through distributor and consumer 
contacts as sales representative for a 
manufacturer. 

Sees and Faber, Incorporated, has 
been in business for over 44 years. 
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A group of guests in the home of Russell C. Duncan, president, R. C. Duncan Com- 
pany, Minneapolis. A stag party was arranged by Mr. Duncan and included the follow- 
ing: bottom row, left to right, Sam Hoffman, Boyd Hill, Nels Rudeen, Jack Rosengren, 
H. H. Woody, district manager, American Asphalt Paint Company, and Gust Dahlander. 
Top row, left to right, L. W. Drummond, J. Allan Machin, sales manager, Alexander 
Brothers, H. W. Fisher, Russell C. Duncan, Loring Lester, John Howell, George West- 
rich, district manager, Boston Woven Hose and Rubber Company, Lew Lauston, Otto 
Nelson, Mr. Curry, district manager, Heath and Milligan Company, and Homer A. 
Childs. With the exception of those whose companies were specifically mentioned, all 
are employes of R. C. Duncan. 


W.S. Nott Lands Big Belt Order 

The entire belt installation in the 
largest grain elevator in the United 
States, has recently been furnished 
by the W. S. Nott Company, Minne- 
apolis. This elevator is owned by 
the Port of Albany Commission, Al- 
bany, New York, and is leased and 
operated by the Cargill Grain Com- 
pany of Minneapolis. 

A total belt footage of 7,982 feet 
was furnished. The installation is 
unique in that 74-inch, 9 ply leg belts 
and 60-inch, 5 ply conveyor belts are 
used for the distribution of grain. 

. Products of the New York Belting 
and Packing Company were furn- 
ished throughout. 

* * * 


M. B. Horsford Dead 
Horsford Brothers Company, In- 
corporated, San Francisco, regret- 
fully announces the death of its presi- 
dent, M. B. Horsford, on August 3. 


Komp Equipment Company 
Formed 

The assets of the Komp Machinery 
Company, Hattiesburg, Mississippi, 
have been purchased by the Komp 
Equipment Company, a corporation. 
The new company will handle sup- 
plies for industrial plants, gas equip- 
ment and specialties. New quarters 
have been secured in the center of 
the business district. 

Officers of the new corporation 
are: G. B. Komp, Jr., president, H. 
A. Powell, vice-president, and J. B. 
Halloway, secretary and treasurer. 

* * x 


Evansville Distributes Keystone 
Grease 
The Evansville Supply Company, 
Evansville, Indiana, will distribute 
the line of lubricating oils and greases 
manufactured by the Keystone Lu- 
bricating Company. 
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IN THE SPOTLIGHI 
Wherever there is pipework to 

be done, Williams “Vulcan 

Superior” Vise is in the spot- 

light. New in design, it is small, 

compact and light yet unbreak- 

able—wholly made of tough 

wrought steel with drop-forged 

base, jaws, handle and chain- 

arm. 


“Vulcan Superior” has the han- 
dle on top—more convenient, 
quicker and easier to operate. 
Jaws are reversible, providing 
double the usual wearing sur- 
face. ... Capacity is greater— 
“Vulcan Superior” takes pipe 
one-half inch larger than cor- 
responding sizes in other vises. 


Two sizes: No. 11 for pipe s 
to 22 inches. No. 12 for pipe 
Ya to 4/2 inches. Supplied in 
two styles of finish: Chrome- 
plated; standard, with orange 
panel in jaw. 


There is a ready market for this 
better vise among your present 
customers. Ask for literature 
and prices. 


J. H. WILLIAMS & CO. 
“The Drop- Forging People” 
75 SPRING ST. NEW YORK 


Y MPERIOR OROP- FORGED TOOLS | 


$ 


SUPERIOR 
CHAIN PIPE VISE BUY FROM YOUR DISTRIBUTOR 


HICAGO. 
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E. M. Goldsborough, right, president of the 


W. S. Knott Company, Minneapolis, has 
been actively engaged with that firm for 43 
years. On the left is L. W. Steere, vice- 
president and sales manager, who joined the 
company about a year ago, previously be- 
ing Minneapolis district manager for a rub- 
ber goods manufacturer. 


Northern Ohio Flashes 

A letter from Mitt Suppties’ 
wandering reporter brings a host of 
interesting items from Cleveland and 
Toledo. 

At the Strong, Carlisle and Ham- 
mond Company in Cleveland, he ran 
across a call board which is said to 
be almost fool-proof. All persons 
who receive calls are listed on the 
board. Adjacent to each name are 
three holes, one marked “In,” the 
second “out” and the third “Lunch.” 
A plug inserted in any of the three 
makes an elecrtical connection which 
immediately tells the operator the 
location of the person concerned. A 
call system operating bells and flash 
lamps aids the operator in locating 
those in the building. 

Also at Strong, Carlisle and Ham- 
mond, our reporter discovered a win- 
dow display that is flattening noses 
against the glass. It consists of a 
steel ball rolling around a track with 
no visible means of propulsion. The 
boys in back, however, hinted that a 
battery might have something to do 
with it. 

Another interesting window was 
discovered at the Pattison Supply 
Company. Valves and fittings are 
displayed in a window floored with 
gold cloth and backed with black 
satin. Pete Boylan certainly is get- 
ting spiffy these days. 

On his way to Cleveland, our gal- 
loping question box dropped off at 
Toledo, where he unearthed a new 
market for V-belt drives. 

G. M. Bender of the Union Supply 
Company reports that many boat 
enthusiasts are using V-belt drives 
instead of reducing gears in applying 
old automobile engines to boats. The 
V-belt people, it seems, are making 
a special outfit for the purpose. 





The Union Supply Company has 
increased its display space by utiliz- 
ing the windows of a vacant building 
next door in exchange for keeping 
them clean and more attractive to 
prospective tenants. 

The new location of the National 
Supply Company, being well out of 
the center of town, has provided not 
only increased space for stock ar- 
rangement but an ample parking lot 
for customers. 

Sentiment in this northern Ohio 
district is improved and all feel that 
the inklings of increased activity 
already noticed will soon grow to 
sizeable proportions. 


* * x 


Salesman Added to Northern 
Machinery Staff 

The Northern Machinery and 
Supply Company, Minneapolis, an- 
nounces the addition of Edward T. 
Bettels to its sales staff. 

Mr. Bettels is a graduate of the 
Pratt Institute, Brooklyn, Electrical 
Engineering Division. After an ex- 
tensive tour abroad with the A. E. 
I’., he attended the student’s test 
course conducted by the General 
Electric Company at Schnectady and 
Bloomfield. Prior to his employment 
by Northern Machinery, Mr. Bettels 
was connected with the Marion 
Steam Shovel Company as their sales 
engineer in Minnesota. 

Mr. Bettels will concentrate his 
efforts principally on the mining com- 
panies and contractors in and around 
Minneapolis. 

* * * 


Charles E. Waterson Dead 

Charles E, Waterson, president, 
the Sheffield Machine and Tool Com- 
pany, Dayton, Ohio, died of a heart 
attack at his home in that city on 
July 24. Early in his career Mr. 
Waterson became identified with the 
Patterson Supply Company. Later 
he organized Biggs Waterson Com- 
pany, Cleveland, machine tool house. 
In 1917 he organized and became 
president of the Sheffield Company. 


* * * 


M. L. Foss Adds Three Salesmen 


M. L. Foss, Incorporated, Denver, 
Colorado, has supplemented its sales 
force by the addition of two local 
men and has added a salesman to 
cover the western slope. Business in 
this territory continues to show a 
steady, though small, improvement. 


Brown-Bevis Distributes New 
Lines 

The Brown-Bevis Company, Los 
Angeles dealers in industrial and con- 
struction machinery, has just been 
made Southern California distributor 
for the R. G. Le Tourneau Company, 
who manufacture a complete line of 
grading and excavating machinery. 

The same territory is also being 
covered by Brown-Bevis for the Pat- 
terson Foundry and Machine Com- 
pany, manufacturers of the Gyro- 
centric crusher. 


* -* * 


J. A. Carroll with Simmons Fifty 
Years 

On August 2, James A. Carroll 
celebrated the fiftieth anniversary of 
his employment by the Simmons 
Hardware Company, St. Louis. Mr. 
Carroll, in a letter to all Simmons’ 
salesmen, stressed the importance of 
friendship in business, and from his 
long experience, expressed the view 
that better business would be on us 
before we knew it. 

During his 50 years with the Sim- 
mons Company, Carroll has been 
absent from his job for only one 
week, and that due to an operation. 
A record of this kind should prove 
inspiring to everyone in the industry. 


* * * 


New Officers for Giannini, Inc. 

Pierre W. Giannini is now presi- 
dent of G. W. Giannini, Incorpo- 
rated, New York City distributors. 
He was advanced to fill the vacancy 
created by the death, last December, 
of G. W. Giannini. L. M. Aldag is 
the new treasurer and W. H. Barton 
the secretary. 





J. F. Phillips, sales manager, the Boyer- 

Campbell Company, Detroit, has uncovered 

several new sales outlets by placing con- 

centrated effort on products not usually 

handled by distributors, but having indus- 
trial application. 
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GOODYEAR makes 


RUBBER GOODS 
that SELL 





OODYEAR sales records show that 
there is a great preference for 
Goodyear Mechanical Rubber Goods 
in industry. 
Of course, there is a good reason 
for this. In fact, many good reasons. 


For one thing, Goodyear invests 
a great deal of money—muillions of 
dollars every year—and the best 
brains and talent obtainable, to de- 
termine just how and where and why 
rubber can best serve industry. Then 
it makes that rubber, in the right 
strength, and compound, and form— 
Goodyear Rubber! 


The result is you see in progressive 
plants and uses all over the world, 
such carefully constructed scientifi- 
cally engineered productsasGoodyear 
Compass (Cord) Endless Belt, the 
new Goodyear THOR Belt, seamless, 
Goodyear Emerald Cord Air Hose and 
Goodyear Emerald Cord Hy-Pressure 
Hose. These are real innovations — 
not duplicated anywhere else—and 
time indexes to Goodyear’s leader- 
ship in mechanical rubber goods. 


You know the advantage of selling 
the recognized best. Then you should 
investigate the advantages of the 
Goodyear franchise. Write today to 
Goodyear, Akron, O., or Los Angeles, 
Calif., for complete information. 











This is the new Goodyear 







Recent Goodyear develop- 
ments in Mechanical 


Rubber Goods 


The Goodyear COMPASS 
Endless Belt 
The Goodyear THOR Belt 
Seamless 
The Goodyear COMPASS 
Cord Oil Well Belt 
— DOUBLE 
The Goodyear Emerald 
Cord Air Hose 
The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 
The Goodyear Asbestos 
Cord Steam Hose 


Compass Cord Oil Well Belt 
DOUBLE—anote two layers 


of drive cords 




















TUNE IN: 


Goodyear invites you to hear 
the Revelers Quartet, Good- 
year Concert-Dance Orchestra 
and a feature guest artist 
every Wednesday night, over 
N.B.C. Red Network, WEAF 
and Associated Stations. 





BELTS - MOLDED GOODS - HOSE - PACKING 
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W. R. Martin, purchasing agent of the Machinists Supply Company, Pittsburgh, is 
seen looking at the perpetual inventory records of that company. At his side is C. F. 


Kreger and seated, L. D. Connor. 


With this system the customer calling on the 


telephone is told instantly whether or not the material wanted is in stock. Changes in 

stock are reported with the filling of each order or the arrival of every new shipment 

of goods. This keeps one man busy but the service to the customer is well worth 
the added expense. 


Superior and Sterling to Merge 


The Superior Supply Company 
and the Sterling Hardware Com- 
pany, both of Bluefield, West Vir- 


ginia, who have been associated in 
the past, will be merged into one 
company. The name for the new 
organization will be determined at a 
later date. The consolidation is ex- 


pected to bring about considerable 
operating economies, 


Note from the Evansville Bard 
C. FF. Schlamp, Frank Hofacker’s 

campaign manager, sends along a 
motto which will bear reading : 

Buy cheap, 

Sell high, 

Use dry ice on your upper lip and 

Never say die. 
He doesn’t claim authorship nor does 
he deny it. Mitt Suppiies will be 
pleased to forward any 
direct to Mr. Schlamp. 


complaints 


National Supply in New Quarters 


The National Supply Company, 
Foledo, on July 1 moved into new 
quarters at Erie and Hamilton 


Streets. The new building has. all 


modern facilities and greater floor 
space than the old establishment. 
New machinery for cutting and 


threading pipe and_ steel has been 
installed. 


Simplification of Forged Tools 
Reaffirmed 

The Bureau of 

nounces the 


Standards an 
reaffirmation without 
change of Simplified Practice Rec- 
ommendation Number 17 — Forged 
Tools. Much has been accomplished 
by this industry towards simplifica- 
tion and the Bureau has urged con- 
tinued effort along waste climination 
lines. 
K * * 
Southwestern Ohio Survey + 
Available 

The Industrial Bureau of Spring- 
field, Ohio, has just completed a new 
distribution study of southwestern 
Ohio. Of interest to manufacturers 
and distributors are tables concern- 
ing the industrial market, transporta- 
tion facilities, warehousing facilities 
and real situation. 
Copies of this study may be obtained 
from E. E, 


estate and tax 
Kramp, secretary of the 
Bureau, without charge. 
* * * 
D. G. Bevis Receiver for 
Brown-Bevis 
Daley G. Bevis, former vice-presi- 
dent and general manager of the 
Brown-Bevis Company, Los Angeles 
distributors, was appointed receiver 
for that company on June 15, 1932. 
Mr. Bevis is thus re-entering the ma- 
chinery business which he left in 
1926. 


Salesman Available 

Sidney M. Neal, 267 Westwood 
Avenue, Dayton, Ohio, who has had 
8 years’ experience as stock clerk, 
order clerk and outside salesman for 
a supply house, is available to take a 
position in any city. He has special- 
ized on the sale of grinding wheels, 
valves and mechanical rubber goods. 
Previous to his supply house experi- 
ence, Mr. Neal was employed for 
about 6 years as a machinist and tool 
maker, an experience which gives 
him an excellent background. 

* * * 
Decentralization 

HE Business Week for May 25th 

carries an item describing the 
findings of a special study conducted 
by that magazine into the subject of 
decentralization of industry. Accord- 
ing to the study, 1931 saw 99 new 
industrial concerns established in 
Philadelphia, 102 new plants added 
to the list in North Carolina, 37 in 
Connecticut, 10 in Maine, 264 in 
Massachusetts, 24 in Rhode Island, 
8 in New Hampshire and 3 in Ver- 
mont. Further, it was found, this 
movement is still going on, 82 new 
plants having been established in the 
New England states in the first three 
months of 1932. 

In the face of business conditions, 
such increases can only point to de- 
centralization. This movement will 
he met with considerable enthusiasm 
by industrial distributors throughout 
the country, for with decentralization, 
the difficulties engendered by cen- 
tralized purchasing offices and huge 
consolidations will be minimized to 
a large extent. 





D. G. Richards, President, Owen-Richards 
Company, Incorporated, Birmingham Dis- 
tributors. 
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Looking For 
Those 





Your Customers Are 


EXTRA Production Hous 


T 


exception. 


ODAY’S buyers are looking for extra value 
in everything they buy. Small tools ure no 


No tools you can sell them have a bigger dol- 
lar’s worth of production hours than MORSE 
drills, cutters, reamers, taps and dies. 


There are extra hours of production in every 
Morse tool, and that extra value sells Morse tools. 


=> 





















THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS 
0) 5 L016) 4.) 





REAMERS CUTTERS 


COUNTERBORES MANDRELS 


NEW BEDFORD, MASS..,U.S.A. 


TAPS AND DIES 


TAPER PINS 


MORSE 


TWIST DRILL & MACHINE COMPANY 


SCREW PLATES 


ARBORS 
SLEEVES 





SOCKETS 
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1% tons to 


RAIL 
HUGGER 


TROLLEY HOIST provides the 


closest headroom of 
any type of chain hoist 


A’ exclusive unit for Yale distributors to feature. It meets 
the demand of industry for reduction in headroom. 


The Rail Hugger is appropriately named; the distance from 
the bottom of the I-beam to the load hook is only one-third 
that of standard chain hoist equipment. 


The attention of your sales organization to this Irreducible 
Headroom Hoist will be well repaid. Write for details. 


“True to its reputation, Yale builds the best.” 


Distributors serve industry economically—buy 
Yale from your Industrial Supply Distributor 


THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
Philadelphia, Pa., U.S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, 
Hand Chain Hoists, Electric Hoists and Trolleys. 


10 tons capacity | 


Globe Distributes Goodyear and 
Valdura 
The Globe Machinery and Supply 
Company, Des Moines, has taken on 
the distribution in that territory of 
Goodyear Mechanical Rubber goods 
and Valdura paint. 
. = & 
Supply Man Available 
C. C. Hinding, a supply man with 
over eight years’ experience in the 
buying and pricing end of the busi- 
ness, is available. He is familiar with 
mill supply lines, has built catalogs, 
handled over-the-counter sales and 
has managed a store. Mitt Sup- 
PLIES will be glad to place interested 
parties in touch with this man. 





G.A. Jack of the Northern Machinery and 
Supply Company, Minneapolis, points out 
his cure for bad business. 





What Price Economy 


By JOHN D. NICKLIS 
Formerly Vice-President, Manning, Maxwell 
and Moore, Incorporated, New York City 


URING the present lull in 
business, it is surprising to 
note the many concerns who 


have beat a retreat in their selling ef- 
forts. A recent trip among some of 
the larger industrial plants in the 
East convinces me that a great deal 
of sales contact has been lost and 
much good-will has gone to those 
having courage to keep salesmen on 
the job. 

The depression has ruined the mo- 
rale of many first-class organizations. 
In many instances, we are confronted 
with almost complete abandonment 
of sales effort instead of aggressive 


| hard-driving campaigns. Many or- 


ganizations are simply coasting along, 
waiting for business to return to nor- 
mal. All this is done in the interest 
of economy. Such savings now will 
be spent threefold to regain the con- 
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for heavy-duty service 


e Again Clemson leads in giving better hack saw values. 
Again Clemson Engineers have found the solution to the need 
for a heavy-duty hack saw—at a lower cost. The new Star 
Molybdenum Heavy Duty, Extra Value Hack Saw is their 
answer. It does everything that any hack saw blade can do— 
and saves about one-half the cost. e Here's a worthwhile sav- 
ing that will surely interest your customers who use heavy-duty 
hack saws. This great economy is possible through the success- 
ful adaptation of Molybdenum, materially less expensive than 
other alloys used in hack saws, to the requirements of 
heavy-duty hack saw operation. e The new Star “Moly” 
Blade in every way possesses the high Clemson Standards 
of quality. /t does the work. It costs about one-half less. What 
a blade! — and what an opportunity for profitable sales! 


HAND-POWER 





Heavy Duty—Extra Value 


HACK SAWS CI EMAGCON BROS., Inc. 
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Here is a VALVE the Dealer 


can Sell at a Profit 


Fig. 0201 





Old Way New Way 


Not only a profit to the dealer, 
but to the user. Complete re- 
newability without removing 
the valve from the pipe line. 


Send for Descriptive Bulletin 








The Fairbanks Company 
BOSTON NEW YORK PITTSBURGH 


Distribution Everywhere 























An old-timer in the supply game, C. E. 
Hanssen, president of the Louis Hanssen 
Sons Company, Davenport, Iowa, is still 
knocking out the work in great shape. 
tacts and market’ at a later date. 
Economy, of course, is essential these 
days. There is today, however, con- 
siderable false economy in the selling 
field and executives and sales mana- 
gers will do well to give all the ex- 
pression possible to field campaigns 
and sales work. Keep your salesmen 
on the job and, above all, keep them 
contented and happy. This is no 
time to retrench on sound sales meth- 
ods. There is no substitute for per- 
sonal contact in selling. Therefore, 
sales contacts should be maintained 
at all costs. Unless you do maintain 
these contacts, you will not recognize 
the many changes in the personnel of 
your customers when it comes time 
to look around for the business you 
have heretofore enjoyed. It will be 
somewhat strange and expensive to 
get acquainted all over again. The 
firm to cash in on old and new busi- 
ness will be the one which has main- 
tained its sales force and kept ever- 
lastingly at it. 

Every one knows conditions are 
bad, though a few realize how im- 
portant it is to keep the fences re- 
paired so that business which has 
been enjoyed in the past will not get 
away. In the absence of orders, it 


_ takes courage to maintain proper 


sales contacts, yet if you don’t do it, 
you will not be in a position to get 
your share of orders when business 
gets back to normal. Never for an 
instant overlook the personal equa- 
sion in selling. Many may say that 
this idea is old-fashioned and out-of- 
date, but personality and the sales- 
man’s devotion to his friends and 
customers are, indeed, valuable and 
cherished assets. Present day condi- 
tions challenge courage, faith and the 
best there is in salesmanship. 
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~ The Production of Power 
Transmission Machinery in 
the U. &. has Increased over 
100% in the past six years 


B Ul ld P cr of (tS according to Department of 


. Commerce reports. 
in. | 9) 32 ‘ 


with 


modern | 


Industrial 


and Bearing oan 


B UNITS 
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1923 1924 1925 1926 1927 1928 1929 


Right now more attention is being devoted to possibili- 
ties for making substantial power and maintenance econ- 
omies than to any other phase of industrial activity. 
MODERN INDUSTRIAL POWER DRIVE AND BEARING 
UNITS offer an exceptional opportunity to distributors 
who wish to capitalize to the fillest extent on the mod- 
ernization wave that is sweeping the industrial field. A 
complete line to select from to best fit each individual 
need, an engineering staff specializing in power drive 
and bearing units and a corps of sales engineers to 
assist on difficult problems is at the disposal of every 
Dodge distributor. 


ps the basis of facts the Dodge line offers the greatest 
oo for immediate as well as future profits and 
will liberally reward specialized sales effort. 
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HERE’S 
STRENGTH! 


never duplicated before 



















in a pipe wrench 





| ofntenipegentl than ever 
--TRIMO is the most powerful 
wrench made for turning pipes. 


Treatment like that sketched 
above is not uncommon in the oil 
fields and the new TRIMO is made 
to take such treatment and like it. 


You can unreservedly tell your 
customers that the new TRIMO is 
the safest, strongest tool of its 
kind ever offered to the trade. 


Every test proves it! 


Pipe Wrench 





Made for half a century by 
TRIMONT MFG. CO., Roxbury (Boston) Mass. 











| On June 14, 1907, Arthur T. Tragenstein 


| Tool and Supply Company of Dayton.. 


started his career as a distributor making 
deliveries on a bicycle for the Patterson 


| Today, he is in charge of mill supply sales 


for the same company. 


Distributors’ Views on the 
Business Outlook 

(Continued from page 8) 

“We notice a better sentiment in our 

territory but no pick-up in orders ex- 

cepting for seasonable supplies for cot- 
ton gins and the cotton oil mill trade. 

“While our stocks are about normal.. 

stocks in industrial plants are low. Our 


sales staff has been maintained but we- 


do not plan to enlarge it now. 

“We believe that manufacturers dur- 
ing the three years of depression have 
changed their attitude toward the dis- 
tributor and are favoring him more: 
than ever. 

“Opportunities for adding new lines 
are many and if they can be handled. 
to advantage, we are taking them on.” 
T. W. Lewis, president, Lewis Supply 


| Company, Memphis. 


. ss & 

“The sentiment among buyers has 
improved of late but actual orders have: 
not increased. Stocks of supplies on 
hand in plants are at a minimum be- 
cause the users have been turning stock 
into money. Our own stocks are nor- 


| mal based upon current demand. 


“When the depression hit us, we tried 


| and continue to try artificial stimulants 


but find if we force sales up one month, 
they slump the next. Then, we settled 


| down to cleaning our own house, ex- 


| tending the best possible service, main- 


taining adequate working stocks and 
continuing to call on customers regu- 
larly whether they are in the market 
or not. 

“We are not in accord with much 


| that is being said’ and done to force: 
manufacturers to market their products. 


only through the distributor. We be- 
lieve the question to be purely an eco- 


| none one: If the: manufacturer can-- 
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When announcing our new policy recently we 
expressed great pride in the loyalty which many out- 
standing distributors of the industrial world have given 
us. And we have a right to be proud of their loyalty. 
For among our present distributors are organizations 
who have been handling N. Y. B. & P. Mechanical Rub- 
ber Goods for more than fifty years. 





The fact that these distributors have continued to 
handle N. Y. B. & P. Products with increasing success 
year after year, decade after decade, is convincing evi- 
dence of the support that we as a manufacturer have 
given them . . . . support in their distributing activi- 


ties as well as in the quality of N. Y. B. & P. Mechanical 
Rubber Goods. 





This high degree of cooperation that has always 
j existed between New York Belting & Packing Co. and 

‘3 distributors of N. Y. B. & P. Products is now being 
reflected among our more recent distributing connec- 
tions formed under our new policy—to sell and dis- 
: tribute the complete line of N. Y. B. & P. Mechanical 


Rubber Goods exclusively through competent dis- 
} , tributors. 


This policy is an emphatic pledge to maintain unquali- 
fied support of our present distributors. And it is an 
offer to extend it to other outstanding distributors in 
territories where we are not now represented. 











s 


New York BELTING & PACKING (Oo. 


STENTING ¢ 
I & Cat, 


1790 BROADWAY [@9: NEW YORK, N. Y. 
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Superior 
Production Tools 


less fatigue. 


gin of profit. 
takes your file 


sales at a profit." 


3400 Hamilton Ave. 
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UPER-DUTY 


More Than 
Just Files 








More File Sales 
at More Profit! 


Industry today demands not "just files”, 
but files as superior production tools— 
every stroke must count. Files by Cleve- 
land answer the most exacting specifi- 
cations and you can recommend Super 
Duty and Blue Star with the assurance 
that the quality is there —it's been 
there —in every Cleveland file — since 
1899. The user appreciates these files 
because he knows that with them he 
can do a better job, quicker and with 


However, it is not just "Cleveland's" 
products but the business producing 
jobber-distributor plan which appeals to 
dealers everywhere who want not only 
to serve their customers best but to 
assure to themselves a certain fair mar- 
Our Distributor plan 
business out of the 
“transaction for convenience class" and 
puts it on the sound basis of "repeat 
It's worth looking 


into. Write today for full information. 





The 
CLEVELAND FILE 
Company 


Cleveland, Ohio 











not see, nor the buyer admit that the 


| distributor is rendering a needed serv- 


| plants are low. 








ice for which he is entitled to a reason- 
able compensation, then we are willing 
to pass out of the picture. We do think, 
however, that as a distributor renders 
good service, it will be recognized by 
both manufacturer and buyer. 

“As to new lines, we feel that the 
distributor has a moral responsibility 
to the manufacturer when he accepts an 
agency, hence are slow to add new lines 
unless we can make them mutually prof- 
itable.”’ Frantz Haverstick, president, 
Haverstick and Company, Rochester, 
New York. ~ ss 

“In our particular locality, there is 
no change for the better even in senti- 
ment among buyers. We seem always 
to be later in feeling the effects of a 
depression and also slower in recovering 
than other parts of the country. Busi- 
ness activity in our locality is at the 
lowest point in years and we see noth- 
ing to indicate improvement. 

“Stocks of industrial supplies in 
All available supplies 
that were on hand are being used and 
reused, thereby preventing the purchase 
of new stocks. 

“Our stock is normal and thus we 
can give our customers prompt, effi- 
cient service. Because of this fact, we 
have recovered some customers previ- 
ously lost and enlarged our scope of 
sales with a few customers that are buy- 
ing a little. 

“We are adding new lines providing 
there is a visible sale for them and are 
putting on promotional campaigns and 
educational sales meetings. 

“Manufacturers are looking for dis- 
tribution outlets and many who hereto- 
fore sold direct are now recognizing 
the distributor as an economical outlet. 
They have found direct selling costly 
and present low volume of sales won't 
permit it. Some manufacturers will 
profit from their experiences, others 
will drift back into direct selling as 
soon as industrial activity will permit it. 

“We find it advisable to add new, 
profitable lines because at the moment 
salesmen are looking for something new 
to talk about. A new line stimulates 
interest and helps sell other lines as 
well. 

“Business conditions with us are far 
from desirable, yet we believe we must 
pass through more turmoil before 
reaching the firm road of recovery. The 
solution is for each individual business 
to adjust itself to the new order and 
endeavor to operate profitably under ex- 
isting conditions.” C. F. Schlamp, sales 
manager, Evansville Supply Company, 
Evansville, Indiana. 

x ok x 

“There doesn’t seem to be any doubt 
but what sentiment throughout the 
country is more optimistic and confi- 








“Larry” Puchta and Mrs. Puchta passed 
through Chicago this month on a short trip 
in celebration of their fifteenth wedding 


anniversary. Congratulations! 


May you 
both see many more. 


cence is being reestablished, which 
inakes us believe the trend of business 
is upward. 

“Our own territory is so dependent 
upon the motor car industry, and it has 
heen dealt such a severe blow that it 
will take some time for it to recover. 
There hasn't been any pick-up in the 
supply business in our territory. The 
past three months have been the worst 
ever. However, we are looking for a 
change upward in the fall. 

“Supplies on hand in plants are at a 
minimum. Our own stock is well- 
balanced. We have maintained a large 
sales force. 

“If there is any profitable line that 
comes along which looks marketable 
and does not conflict, we want to know 
about it.” Charles T. Bush, vice-presi- 
dent, The Charles A. Strelinger Com- 
pany, Detroit. 

* £ @ 

“Sentiment among industrial buyers 
is better, but up to the present time 
there has been no noticeable pick-up in 
buying. Industry is more hopeful, how- 
ever, and we believe our sales for the 
last half of 1932 will exceed the first 
half. 

“Stocks in industrial plants in our 
territory are low, as are our own. Our 
sales force is much smaller than for- 
merly and will be until business im- 
proves. 

“We are working hard to stimulate 
business mostly by personal contact. We 
have also taken on a few new lines. 

“Manufacturers generally are more 
interested in selling through the dis- 
tributor than ever before. The times 
have had a lot to do with changing the 
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igh Hub/ 


for Butt Welding 


Drop Forged by Vost .. your assur- 
ance of strength and soundness 
in high hub butt welding Flanges. 
Accurately faced and drilled to 
A. E. S. C. standards with machine 
beveled hubs for easy welding. We 
carry a large stock of sizes, ranging 
from 2” to 12” in Series 15 and 30, 
for immediate shipment. 


HENRY VOGT MACHINE Co. 


INCORPORATED 


LOUISVILLE, KENTUCKY 
NEW YORK CHICAGO CLEVELAND PHILADELPHIA DALLAS 


Manufacturers of Drop Forged Steel Valves, Fittings, Oil Refinery Equipment, 
Water Tube Boilers, Ice Making and Refrigerating Machinery, Heat Exchangers 


> dependable 


. 
oot ol Forged Steel 


FLANGES 
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frankly 
on superior 
merit as against 


superior discounts 


This new, better screw gives our Jobbers the Allen 
answer to price-hysteria. Giving the buyer a much- 
improved product—at the price of the old—is giving 
VALUE in greater measure than selling the old product for 
less. It allows the Jobber his living profit, which helps to preserve 
J for industrial buyers the indispensable service of their supply 
houses. The Allen Company and its Jobbers stand together. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 


y 








D. M. Edgerly, sales manager of the Inter- 

state Machinery and Supply Company, 

Omaha, is snapped in the show room of 
that company. 


thinking of many manufacturers in re- 
gard to distribution. 

“Substantial evidences have been pro- 
duced within the past 30 days to make 
us believe that the bottom of the de- 
pression has been reached and we are 
going forward to better business.” 
George Puchta, president, The Queen 
City Supply Company, Cincinnati. 

 * « 


“There has been quite a change for 


| the better in sentiment among indus- 


trial buyers in our territory and also 
a slight pick-up in buying. We have 
every reason to believe that conditions 


| will get better this fall because of the 


improvement in prices on stocks and 
commodities. 

“Supply stocks in factories are low 
and should business come back at all, 
much buying will have to be done. We 
have kept up our own stocks. 

“Manufacturers who have always 
believed in the distributor are sticking 
to their guns and a few others have 
changed, because they find it too ex- 
pensive to work a territory direct when 
there is such a small volume of busi- 
ness to be obtained. 

“We are always glad to find new, 
profitable lines.” F. W. Glover, presi- 
dent, The Textile Mill Supply Com- 
pany, Charlotte, North Carolina. 

** * 

“We have seen very little change for 
the better in sentiment among buyers 
and actual orders placed are certainly 
not increasing. The outlook for fall is 
not bright. 

“Our stocks are at a minimum but 
our sales staff is normal. New, profit- 
able lines interest us.” A. C. Rynders, 
White Star Company, Wichita, Kansas. 

* * * 

“We have noticed a better feeling on 
the part of buyers but they have not 
as yet started to ‘say it with orders.’ 

“All the industrial stocks we know 
about are below a safe minimum. Our 
stocks are normal, as is our sales force. 

“More manufacturers are turning to 
the distributor as the logical source of 
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|‘ THERMOID 


Moulded Welding HOSE 








.as only Thermoid can build it 
... with a full knowledge of the job's requirements. 


Built for the job.. 


BELTING 














. SILVER DUCK 
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BELTING 


Makes Money For You 
—By Saving Money 
For Your Customers 


In these days of budget trimming, the belt 
that serves best and saves most, is the 
belt that holds present business and builds 
for the future. 


High tensile strength, great durability and 
all-round satisfaction! These are the qual- 
ities your customers want in a belt. These 
are the qualities we BUILD INTO Thermoid 
Silver Duck Belting. 


Your customers want the service and the 
savings Thermoid Silver Duck offers. In 
these times . or at all times . . 
it pays to GIVE THEM WHAT THEY 
WANT. 


THERMOID RUBBER COMPANY 
Factories and Main Offices * TRENTON, NEW JERSEY 
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THERMOID RUBBER COMPANY, 
Trenton, N. J. 


Gentlemen: 






Please send us further information on Thermoid 
Silver Duck Belting and Moulded Hose. 


Name.._... 
Address. _...... 






HOSE and PACKINGS 





44 


MILL SUPPLIES 











LUBRICATION is probably of more general 
interest to industry than any other one subject. 
Maintenance men, and those who watch main- 
tenance and production costs can take a leaf 
from the book of experience of thousands of 
exacting operating men by studying the results 
of Dixon’s Flake Graphite lubrication. 


For more than 100 years Dixon’s Flake Graph- 
ite has been spreading its smooth unctuous 
veneer over contacting surfaces, reducing fric- 
tion and wear to a minimum—producing dead 
smooth bearing surfaces that are so necessary 
to cool running and long life. 


The results of this century of experience in 
handling pure Flake Graphite and the various 
greases compounded with graphite are yours 
for the asking. Send today for Booklet No. 
16 KP. 


DIXON’S 


GRAPHITE : ° 
paapiers Joseph Dixon Crucible Co. 


Flake Graphite 
Graphite Cup Grease Jersey City OK New Jersey 
Waterproof Graphite Est. 1827 

Grease 


Silica-Graphite Paint 
Boiler Graphite 
Graphite Spring Oil 
Graphite Seal* 

Pipe Joint Compound 
*An entirely new and im- 
proved type of graphite seal- 
ing paste especially prepared 
for use on screw thread, 
flange, and gasket joints and 
valves of pipe lines carrying 
hot or cold mineral, vege- 
table and animal oils, gaso- 
line, benzine, naphtha, creo- 
sote, tar, etc. 































distribution.” G. L. McKewin, Far- 
well, Ozmun, Kirk and Company, St. 
Paul. 

* oe Ox 

“There has been an almost unbeliev- 
able change for the better in sentiment 
among our customers. They seem to 
feel better times are on the way. While 
there’s been no noticeable increase in 
buying so far, we are looking for better 
business the next few months. 

“Our stocks are normal and we have 
maintained our sales force upon a some- 
what reduced schedule. The attitude of 
manufacturers toward the distributor 


| has taken a decided change for the bet- 


ter.” LL. J. Larzelere, president, Far- 


| quhar Machinery Company, Jackson- 


ville, Florida. 
x *£ *@ 


“The sentiment among industrial 


| buyers has undergone a_ considerable 
a Sb 


change for the better, especially during 


| the past few weeks. A noticeable pick- 


up in actual buying is also noted and 


| the outlook for the balance of the year 
| seems encouraging. While stocks in in- 


dustrial plants are low, our own are 


normal and therefore we are in a posi- 


tion to give prompt, efficient service. 
“Our sales force is smaller now than 
formerly, but we plan to take on several 
additional men about October 1. 
“The business depression, so far as 
we are concerned, is a thing of the past 


| and in addition to conducting sales con- 
| tests and advertising campaigns, we are 


taking on new specialties, on which we 
control the sale in our territory. We 
find unusual opportunities are offered 
for adding new lines.” C. A. Kries, 
treasurer, Henry A. Kries and Sons 


| Company, Baltimore. 


a 

“We have rather sensed a better feel- 
ing and a more optimistic state of mind 
in this territory but up to now, this 
condition has not reflected itself in the 
way of tangible orders. There have 
been one or two flurries of orders that 
encouraged us, but they fell off almost 
immediately. 

“Stocks of industrial supplies in in- 
dustrial plants are negligible. 

“Our sales force is being maintained. 
In order to stimulate business, we are 
working from morning until night, 
making as many personal calls as we 
can, covering our territory more thor- 
oughly than ever. We have found that 
many customers need and would like to 
buy but are unable to do so because of 
general orders handed down from the 
management. Purchases are so care- 
fully scrutinized that there must be a 
definite need before the purchasing de- 
partment can buy. It’s up to our men 


| to find out what are the actual needs. 


“Many manufacturers are looking 


| more kindly upon the distributor than 


they have in the past, yet there are 
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Never has industrial equipment been 
so vital a factor in industrial prosperity. 


Never has it been so necessary to apply 
the lash of increased efficiency to every 
small detail of plant operation. 


With lowered selling prices eating into 
profit margins the importance of the 
proper lacing equipment is becoming 
more and more significant to owners of 
belt driven mills and factories. 


Base your selling arguments for Clip- 
per lacing equipment on the need for 
protection against costly delays in pro- 
duction, the expense of idle hands and 
the breaking of manufacturing routine. 






The Clipper No. 6 Speed 
Lacer is a marvel of belt 
lacing efficiency. Laces 
both ends of a six inch 
belt in exactly 90 seconds, 
Weight only 56% Ibs. 7 


Clipper Belt ir C any 37,500 Ibs. pressure. | f 


GRAND RAPIDS MICHIGAN 
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— 


SEIT TAC” 


CLIPPER PINS 






Clipper Lacers come in types for every 
requirement, lacing the smallest of 
belts up to the heavier and wider 
ones. The use of Clipper Hooks and 
Pins ensures a perfect lasting joint. 


CLIPPER HOOK 
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A necessity product —a 
popular package and 
price—a generous profit 
for you—a steady repeat 
business. 


®@ ROCKWOOD BELT-PULL—in 
the handy 25c tubes—is a new profit 
item for you, with a real selling 
punch! 


One trial proves its distinct superi- 
ority over old-fashioned belt “dress- 
ings.” 


It is so inexpensive in cost—so easy 
to apply—so much quicker and bet- 
ter in the results it accomplishes— 
that it encourages the regular atten- 
tion that belts need. 


Pulleys change scarcely any in their 
pulling capacity. They remain as 
good—or as bad—as their first day’s 
performance. But belts do change! 
Unless their surfaces are cleaned 
and reconditioned from time to 
time, the punishment of dust, grit, 
heat and moisture cuts down their 
pulling capacity. 


That’s why ROCKWOOD has de- 
veloped BELT-PULL—to keep belt 





surfaces in their best pulling condi- 
tion. 


ROCKWOOD BELT-PULL works 
wonders with old, worn belts. It 
puts new life in them—gives them 
new GRIP. And it acts instantly! 
Unlike old-fashioned belt “dress- 
ings,” it contains no grease that 
must soak in or dry out—no wax to 
lump up on belt or pulleys. It 
spreads smoothly and takes hold in- 
stantly, giving an immediate increase 
in pulling capacity. 


ROCKWOOD BELT-PULL is 
packed in handy tubes, individually 
boxed. Each carton of six makes an 
attractive “self-selling” counter dis- 


play. 


Mail coupon below—get your stock 
promptly — cash in on this new 
seller. 


THE ROCKWOOD MANUFACTURING CO. 


Indianapolis, Indiana 


MAIL COUPON FOR FREE SAMPLE AND WHOLESALE PRICES 


THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS, IND. 


(M.S.) 


Please send free tube of ROCKWOOD BELT-PULL, and wholesale prices. 
Also explain your offer of free samples given with first order. 


Name 
Company 
Address 


W. M. Gaillard, city salesman for Harry P. 
| Leu, Incorporated, Orlando, Florida, is the 
| sscand gentleman from the left in this 
| group of Florida fishermen. The catch, 
which was made in three and one-half 
hours not far from Orlando, numbered 30 
big mouth bass, averaging four and one- 
| half pounds each. The largest bass weighed 
| 11 pounds. 


many instances where they cannot re- 
sist the temptation of taking orders di- 
rect. 

“Undoubtedly, there are more oppor- 
tunities now to add new, profitable lines 
than there has been for a long time, but 
we are not taking them on very rap- 
idly. Before adding a new line, we 
want to be sure we are in a position to 
handle it satisfactorily. Further, we 
believe our first obligation is to those 
manufacturers whom we have repre- 
sented over a long period of time.” H. 
IE. Ruhf, sales manager, Cleveland Tool 
and Supply Company, Cleveland. 

* * * 

“About 90% of our sales are made to 
mining companies, railroads, coal docks 
and grain elevators and until stocks of 
raw materials in industrial centers are 
much lower than they now are, we can 
hardly look forward to any particular 
pick-up in the Duluth territory. Even 
the most optimistic of us hardly expect 
much before next spring.” R. S. Mars, 

| W. P. and R. S. Mars Company, Du- 
luth. 
se’ © 

“There has been considerable im- 
provement in sentiment among indus- 
trial buyers in our territory, but un- 
fortunately it has not been backed up 
with orders. July was the worst month 
distributors in this territory ever ex- 
perienced. I am of the opinion, how- 

| ever, that the bottom has been reached 
and that fall is bound to show some 
improvement. 
“Stocks of supplies on hand in indus- 
trial plants are certainly sub-normal. 
“We have noticed considerable change 
| in attitude on the part of manufacturers 
| so far as distributors are concerned. 
This is undoubtedly due to the informa- 
tion gathered by the Joint Merchandis- 
ing Committee as well as realization by 
manufacturers that direct-selling costs 
are excessive. 

“We find many opportunities for add- 

ing new lines and our greatest problem 
| is to decide which ones we want to take 
|on. Our decision as to whether to add 
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LARGEST MANUFACTURING FACILITIES i 
BEST SOURCES OF SUPPLY a 
RIGID INSPECTION £~ 


LONGEST EXPERIENCE 





you check with us buy 


NICHOLSON 
FILES 


If you believe that the files in your plant should 
be made by a company whose opportunities for 
research are unequaled; 


If you believe that the company which makes 
your files should have the longest experience, 
the most rigid inspection system and the most 
complete manufacturing facilities; 


If you check with us on these important ques- 
tions, you will standardize on Nicholson Files. 


NICHOLSON FILE COMPANY 
Providence, R.1.,U. S.A. 


A FILE FOR EVERY PURPOSE 
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SCL. vue BLADES 


THAT SELL THEMSELVES 
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This plaid box identi- 
fies hacksaws whose 
performance and uni- 
formity have never 
been excelled. 


For genuine time saving, money making value, 
LENOX saws win out every time. They are sold 
through industrial distributors with full protection 


and sales cooperation. 


ITWILL PAY YOU to enjoy the SATISFACTION 
and PROFIT of selling “The Blade in the Plaid Box” 
—THE BLADE THAT STANDS UP UNDER 
ANY CONDITIONS. 





0 LB ‘The Blade in the 


St tet es 


AMERICAN SAW & MANUFACTURING CO. 


SPRINGFIELD, MASS. 


Plaid Box’ 


» i i Be i i i 


/ 
i 
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| a line is based on the volume and profit 
| obtainable, plus the cooperation offered 


by the manufacturer.” W. T. Todd, Jr., 
sales manager, Somers, Fitler and Todd 
Company, Pittsburgh. 

“+ * 


“Sentiment recently is much better 
among the buyers in our territory and 
there is a bit more buying being done, 
too. We feel that business will im- 
prove materially in the fall. 

“Stocks of industrial supplies in 
plants are low and as business improves, 
immediate purchases will have to be 
made. 

“We are trying to stimulate business 
with sales contests and promotional 
work. We also have added a new 
salesman and taken on several new 
lines.” L. Prestegard, Northern Ma- 
chinery and Supply Company, Minne- 
apolis. 

o*” * * 

“The change we have noted for the 
better is largely one of determination 
to make adjustments to meet the situa- 
tion with which we are faced. 

“While there are many reports of a 
pick-up in buying, none of which we 
have heard would stand investigation. 

“It is true that stocks of industrial 
supplies on hand in plants are low. The 
same holds true with our own stocks. 

“We have maintained our sales force, 
in fact have added two salesmen and 
are negotiating with several others. We 
are putting more money into our busi- 
ness than we are getting out of it, hop- 
ing that the continued maintenance of 
our organization will soon be reflected 
in a strategic position which will re- 
turn our investment. 

“Manufacturers seem more desirous 
than ever, with their small sales organ- 
izations, to have their customers con- 
tacted by distributors. Many of them 
are unable as yet, however, to arrange 
a profit for the distributor adequate to 
meet his needs.” G. M. Appleby, gen- 
eral manager, Appleby Brothers and 


| Whittaker Company, Harrisburg, Penn- 


sylvania. 
* * * 

“While business has not yet in- 
creased, we are expecting it to be bet- 
ter. Industrial stocks are low; ours are 
normal. F. T. Hildred, president, F. T. 
Hildred and Company, St. Paul. 

* * * 

“There is a change for the better in 
sentiment among buyers in our terri- 
tory, but as yet we have seen no in- 
crease in actual business. 

“Stocks of supplies in industrial 


| plants are at an absolute minimum. 


Ours are also sub-normal. 
“Manufacturers seem to be more fa- 
vorable to selling through the distribu- 
tor than for a long time. We find plenty 
of lines to take on and are in a recep- 
tive mood to those which are closely 





XUM 

















XUM 











SEPTEMBER, 1932 MILL SUPPLIES 49 


Vitam bY ALIVID A me yi) Ce ee 


(LEAKPROOF—COMPLETE—PROFITABLE) 


Unfolds Your Markets for 


Belmont's 100 Percent Distributor 
Plan eliminates entirely the waste 
and profitless effort that accom- 
panies "hit or miss" selling. 

















Packing requirements of all indus- 
tries, the kinds of equipment on 
which packings are used, and the 
correct applications of Belmont 
Packings are placed before your 
salesmen in such a simple but defi- 
nite way that they quickly become 





Air Compressor Packing 


Ring Form, Style No. 110 competent to make exact recom- 
inn ake mendations. And that means a lot 


in selling these days. 


Within a short time we will issue 
a concise, yet complete manual to 
our distributors’ salesmen, which 
will be a great advance in distribu- 
tor service. 





We invite you to write now for 
full information on the complete 
Belmont Packing Line, our sales and 
advertising assistance for distribu- 
tors and our inflexible policy of dis- 
tributor protection. You will not 
obligate yourself in any way. 





a It is our firm conviction that this 


High Pressure Asbestos Packing is a good time to start making real 
Ri Form, Style No. 20 . ° 
Spiral Form, Style No. 30 profits with the Belmont Line. 


NOZ—-AOYV AZOsrH™w- 


THE BELMONT PACKING & RUBBER CO. 
BUTLER & SEPVIVA STREETS, PHILADELPHIA, PENNA, 





Lee There is a Belmont Packing for Every Service” 
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“UNBRAKO" 
Hollow Set Screw 


We certainly co-operate in boosting your 
sales not only by letting our many salesmen 
work with your own men and by turning orders 
your way, but also by advertising ““UNBRAKO” 
Screws in a great many magazines to create a 
steadily growing demand. 


By now “UNBRAKO” Screws have become 
such favorites everywhere that not to handle 
them is equivalent to throwing away a great 
many profitable sales. 


“UNBRAKO” Bulletin 429 Yours on Request. 


BRA 





Boosts Your Sales 

















“UNBRAKO"’ 
Secket Head Cap Screw 








We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 











STANDARD PRESSED STEEL CO. 








BRANCHES 
JENKINTOWN, PENNA. po att an 


BOX 519 








T. G. France, right, president of the new 
Chicago supply house, France, Incorporated. 
With him is W. J. Sprenkle who concen- 
trates his efforts. on the sale of steam 
specialties. Both men have been in the 
supply business in Chicago for several 

years. 


allied to lines we are already selling.” 
R. C. Neal, R. C. Neal Company, Buf- 
falo. se 

Sentiment among industrial buyers 
in our territory seems better and there 
has also been a slight improvement in 


| actual orders. 


“Stocks of supplies in plants are be- 
low normal, in fact some plants have 
no stock at all. Our stock is sufficient 
for present demand. 

“Our sales force in the supply end 
has been maintained, new lines have 
been taken on and we are putting on 
drives to increase sales.”” W. J. Rad- 
cliffe, president, The E. A. Kinsey 
Company, Cincinnati. 

. * * 

“Sentiment has improved, but no in- 
crease in business has been noted yet. 
In order to stimulate business, we are 


| applying the principles of market and 


sales determination. 

“Our stocks are sub-normal as are 
those in industrial plants. We have 
maintained our sales force and are add- 
ing new, profitable lines.” R. C. Dun- 


| can, president, R. C. Duncan Company, 


Minneapolis. 4 » % 


“Sentiment is better, but buying has 
not increased. The fall outlook is bet- 
ter. We are endeavoring to stimulate 
business through sales contests and by 
taking on new, profitable lines.” A. G. 
Ruddell, president, Central Rubber and 
Supply Company, indianapolis. 

* * * 


“A much better (Turn to page 57) 
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Another Profitable 
Wagner Line for Mill Supply Houses— 


AIR-COOLED 
TRANSFORMERS 


Nearly every industrial plant has small compressors, drills, and 






















other small motor-driven machinery, soldering irons, glue pots 
and other heating appliances, which require a power voltage 
lower than that supplied by the plant’s power circuit. To con- 
nect such low-voltage machinery to the lighting circuit is costly, 
for these are not lighting loads. They are power loads, and 
should be connected to the power circuit. 


By installing Wagner air-cooled transformers, power loads can 
be connected to low-voltage power circuits, irrespective of volt- 
age requirements or location of machines and appliances. 





Because of fire hazard and Underwriters’ regulations, the ordi- 
nary oil-filled transformers cannot be installed inside buildings. 
Wagner air-cooled transformers solve this problem, and thereby 
enable mill supply houses to reduce their clients’ electric power 


bills. 


Write for Part 4B of Wagner Bulletin 172 describing Wagner 
air-cooled transformers; investigate the profit-making possibili- 





ties of Wagner air-cooled transformers. 


MOTORS ® TRANSFORMERS & FANS e BRAKES 





| 

Wagner Electric Corporation, r N 
* ame | 

6432 Plymouth Ave., St. Louis, Mo. unt Ceatien mm ee | 

Gentlemen: | 

| 


Please send me a copy of your bulletin 172, Part 























WI] 48, describing Wagner air-cooled transformers, and Firm 
| have your nearest branch office quote prices and dis- Hl 
rf counts. Address AES bal ae el oye ee HHI] } 
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New and Improved Industrial Products 








HE Worthington Pump and Machinery Cor- 

poration announces a new, self-contained, auto- 
matically primed, centrifugal pumping unit. It 
comprises an electrically driven, high efficiency, 
ball bearing centrifugal pump, mounted with its 
motor on a fabricated steel bed plate, together with 
a Monobloc priming unit of the wet vacuum type, 
controlled by an electric switch. The use of this 
unit makes possible effective remote control when- 
ever suction lift exists and eliminates costly and 
inaccessible wet and dry pit installations and foot 
valves. 


N improved die stock, 
4 Number 65R, has been 
produced by the Ridge Tool 
Company, Elyria, Ohio. It 
will thread four sizes of 
pipe, from one-inch to two- 
inch inclusive, with the same 
set of chasers. Chasers are 
set for different sizes of 
pipe by simply pushing 
spring post down and mov- 


ing post under hole oppo- 
site size indicated on drive 
plate. The pull handle is 


directly over center of chas- 
ers, thus preventing cocking 
and wabbling. Handle has 
a ball on the end to give a 
better grip. 














HE Modern Machine Tool Company of Jack- 

son, Michigan, has announced a new, all steel 
combination drill table and vise. It has been 
designed primarily for the smaller shop and is 
sturdily constructed of plates and angles, carefully 
welded and accurately machined. This new safety 
tool is available in three sizes with 6, 7, and 8-inch 
square tables which open from four to four and 
one-half inches. All vises are one inch deep. It is 
claimed by the manufacturer that this tool will 
perform all the functions of the larger combina- 
tions despite its small size and low cost. 





| 
| 
| 





HE Turner Brass Works, Sycamore, Illinois, 

has developed a new refrigerant gas leak detec- 
tor. In construction, the Halide Detector is an 
alcohol burning blow torch, having a_ specially 
designed burner housing which syphons its air 
supply through a flexible rubber detecting tube. 
If the open end of the tube is held in proximity 
to a leaky joint, the gas is syphoned through the 
tube and on striking the burner, the color of the 
flame is turned from blue to green. Leaks equiva- 
lent to a loss of one pound of refrigerant gas in 7% 
years have been detected under special tests. 





NEW, low cost photoelectric relay, the Foto- 

Switch, is announced by the G-M Laboratories, 
Chicago. This unit embodies an electro-magnetic 
switch which is opened or closed by the interruption 
or variation in the illumination on the photoelectric 
cell. With the Foto-Switch, any sort of electrical 
device such as motors, electric signs, signals or 
alarms can be controlled through the medium of a 
light beam. 





HE Torit Manufacturing Company, St. Paul, 

Minnesota, after manufacturing ™%-inch rubber 
wheels and abrasive bands for the dental profession 
for many years, has adapted these wheels and bands 
to industrial use. Torit arbor bands are easily put 
on the rubber wheel which is then just as easily 
expanded to tighten the band. A turn of a nut 
loosens the band for removal when worn out. The 
wheel, being of rubber, provides the band with a 
soft cushion, a fact which will prove of value in 
various delicate buffing and polishing operations. 
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Your Opportunity 


y N ERETOFORE, much of the information emanating from 

Mi the executive offices of The Joint Merchandising Com- 

| mittee has been available to all distributors, non-subscribers as 

Hl well as subscribers. From now on, however, only subscribers 
are to participate in the benefits of this growing, national 
organization, the purpose of which is as follows: 


1. To show that the shortest route for industrial supplies 
| to the user is through the industrial supply distributor and 
HHI emphasize this fact to manufacturers, distributors and users. 


Hitt 2. To establish, by continued research, such errors as may 
Hi appear in the buying and selling policies of each interested 
| factor to the end that proper corrections may be made by each. 


3. To disseminate these facts to manufacturers, distributors 
and users of industrial supplies. 


4. To foster the growth of harmonious cooperation between 
| manufacturers and distributors of industrial supplies, thereby 
making possible a more efficient and economical flow of sup- 
| | plies from producer to user. 


The Joint Merchandising Committee has conducted an ex- 
tensive research program, thus developing a wealth of facts 
concerning economical industrial distribution. These facts are 
now being distributed to subscribers in convenient, chart form. 


Every industrial distributor and every manufacturer who 
sells through the distributor is invited to share the benefits 
of this business-building program. 


Write for full details. 


The Joint Merchandising Committee 
704 Mahoning Bank Building 
Youngstown, Ohio 


op RVE_INDUSTRY pp, 
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_ New and Improved Industrial Products | 


| 








A COMPLETE line of cold-forged wing nuts has 
been announced by the Parker-Kalon Corpora- 
tion, New York. They are produced by a high speed 
automatic process which insures freedom from flaws 
or roughness. The wings of the nuts are uniform 
and so shaped as to provide ample finger grip for 
drawing them up tight and to facilitate removal. 
They have no sharp corners or rough edges which 
might cause injury. Holes are centrally located and 
accurately punched, thus insuring a clean cut, uni- 
form thread. The base of the nut is perfectly smooth 
and square with the top so that it will draw up tight 
and flush with the work. 








N interesting application of the principle of 

weighing in transit is found in the weighing of 
loads while being lifted or conveyed by cranes, hoists, 
jibs or tramrail systems. This combination of weigh- 
ing and handling in the same operation is made pos- 
sible by the Kron Crane scale, manufactured by the 
Kron Company, Bridgeport, Connecticut. The scale 
is placed in the lifting line and becomes a part of the 
line itself. It indicates the weight of the load as soon 
as the load has been lifted clear and continues to do 
so until the load has been deposited. 


HE Jacobs Manufacturing Company, 

Hartford, Connecticut, has designed 
a single purpose chuck for use on high 
production machines where multiple spin- 
dles on close center distances require a 
chuck with a minimum diameter yet 
great strength and gripping power. Ex- 
treme accuracy is insured by high stand- 
ards of production and a self-centering 
design. The unique taper thread provides 
unusual gripping power, yet rapid and 
positive release. The gripping power of 
the chuck allows an end adjustment of 
the tool and precludes the possibility of 
a change in this adjustment during the 
tightening operation. The chuck is easily 
tightened on or taken off the machine 
with a monkey wrench. 

The single purpose chuck, while designed primarily 
for close center multiple spindle drilling, reaming or 
tapping, may be used to advantage on any machine 
where a single size tool is held. Although Morse 
taper shanks are standard, straight or special tapered 
or threaded applications can be provided. 











DRILL stand and indexed container with tap 

information and decimal equivalents is an- 
nounced by the Huot Manufacturing Company, St. 
Paul, Minnesota. Made in three sizes, it is specially 
designed to meet the needs of all users of small drills. 
Panels of drills are hinged and fold into the box like 
the pages of a book and are so placed that the end of 
the box acts as a stop. Number 13 is designed to 
hold jobbers or fractional drills from 1/16-inch to 
Y%-inch by sixty-fourths. Number 29 will hold job- 
bers or fractional drills from 1/16-inch to %-inch by 
sixty-fourths and Number 60 is indexed for wire 
gauge sizes from 1 to 60 inclusive. 


HE Continental-Diamond Fibre Company, Newark, Dela- 


is introducing a new materials handling truck, the 


Continental, to supplement its lines. This new truck differs 
from the usual fibre truck in that the sides and ends are made 
of plywood, with fibre veneered on both sides. 
of the material makes this truck extremely easy to handle. In 
spite of this fact, it is claimed by the manufacturer that the 
fibre will not scuft nor scar, that it is tough and durable and 
will withstand hard usage. 
is oil and grease proof, making the truck particularly well 
adapted to the transportation of part. produced by machinery 
running in an oil bath. Further, the fibre is absolutely smooth 
and will not splinter or rust. 
to the manufacturer of fabrics which would be damaged by 
other materials. 

Trucks are furnished with four self-oiling casters. End wheels 
are 33%4-inches in diameter 


The light weight 


The fibre covering on sides and ends 


These qualities make it desirable 


; center wheels, 4%4-inches diameter. 
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DISTRIBUTORS! 


THE VICTOR BALATA LINE OF 
BELTING GIVES YOU THE CHANCE YOU 
ARE LOOKING FOR—PROFITABLE SALES 


RIGHT NOW IS THE TIME FOR DISTRIBUTORS 
TO PREPARE FOR THE NEW ERA OF BELT SELLING 


VICTOR BALATA BELTING DOES NOT 
CONFLICT WITH ANY LINE OF BELTING 
YOU MAY CARRY NOW! 


VICTOR BALATA Belting is adaptable to 
practically all conveying and elevating pur- 
poses and the transmission of power. 


It is dependable in quality, resistant to 
weather, water, wear and deterioration. It is 
sanitary, efficient and dependable where other 
types of belting will not operate and com- 
pletes or rounds out your belting stocks to 
meet every belting problem. 


VICTOR BALATA Belting is made to meet 


specific needs, therefore, creates new business. 


The VICTOR BALATA PLAN tells you and 
your salesmen not only where new business is 
—BUT—also how and when to sell it effec- 
tively and profitably. 


ONE source of supply for 
Balata, Canvas Stitched and White 
Solid Woven Cotton Belting, with 
an Engineering Department ready 
to serve you on all Conveyor and 
Transmission Belting problems. 























V-B" Belting 
The best all-round belt 
for driving, conveying 
and elevating. Water- 
proof — weatherproof— 
sanitary—durable. Rec- 
ommended for sand, 
gravel, brick, clay, stone 
and coal industries, as 
well as for all industrial 
purposes. 


Other Victor Balata Sales Leaders 
“Bilt-Rite’ Conveyor Belting— The latest | de- 


velopment in a 
belt to resist abrasion such as crushed rock, sand and 
gravel, etc. 





Canvas Stitched Belting— fr driving and 


conveying. Rec- 
ommended for agricultural uses, package conveyors, 


sand handling, etc. ‘ 


“Easton” White Solid Woven Cotton Belting— 


for light conveying and elevating. 
a 


“Penntex Solid Interwoven Belting— 


for. transmission and conveying under heat and acid 


conditions. 4 


___solid woven and 
Package Conveyor Belts—selid woven and 


canvas for conveying all types of materials. 
s 


“Victor Endless Thresher and Tractor 
Belts— constructed with the improved bias lap. 


VICTOR 


Balata & Textile Belting Co. 


38 Murray St. 


New York, N. Y. 











MILL SUPPLIES 








_ New and Improved Industrial Products 











HE Torchweld 
Equipment C om- 
pany, Chicago, has 
added two new torches 
to its line of welding 











equipment. Model 27 





M.F., shown above. is 
a welding torch and 
Model 27 M.C. below 
is a cutting torch. The 
welding torch is adapt- 














ed to pipe welding and 
general production 
work. Tips are of 
swedged copper. One size mixer serves all tips. All joints are 
permanenty brazed and its seat is protected against wear by 
an ingenious design of the block-nut connection. Model 27 
M.C. was produced to meet the demand for a light weight, 
durable cutting torch. It weighs 30 ounces and all tubes are 
of nickel instead of brass. The manufacturer states that it has 
shown exceptionally low oxygen consumption under test and 
has produced clean cuts with a minimum of slag. 


NNOUNCE- 

MENT has 
been made by 
the Monarch 
Machine Tool 
Company of Sid- 
ney, Ohio. of 
automatic force 
feed lubrication 
for bed, car- 
riage, apron and 
compound rest 
as standard 
equipment on all 
Monarch lathes. 
It is claimed that this system prevents scored or worn beds 
and carriages, makes carriage, apron and compound rest operate 
more easily, doubles and triples effective life of parts, avoids 
any possibility of a lack of oil in apron parts and greatly in- 
creases efficiency with consequent saving in time and lowering 
of maintenance cost. 





O answer the need for a heavy-duty belt fastener, the 

Flexible Steel Lacing Company, Chicago, has developed 
the Flexco deep well belt fastener illustrated above. Each plate 
consists of an inner and outer section. The outer section is 
made of heavy gauge steel, die-formed and hardened to give 
reenforced rigidity. This section is spot welded to the inner 
section, giving maximum strength with minimum weight. Plates, 
bolts, and nuts are rust proofed. Testing up to 20,000 pounds 
on A.P.I. specification belting, this fastener actually combines 
strength and light weight, producing a durable, dependable joint 
for the most severe service. 








HE Deming Company, Salem, Ohio, 

has developed a new deep well turbine 
pump featuring water lubrication and 
open type impellers. Water lubrication 
eliminates the possibility of contamina- 
tion in the well or water supply. The 
semi-open type impellers can be adjusted 
for capacity as well as head without re- 
moving the pump from the well. This 
type of impeller also greatly reduces the 
possibility of sand-locking in a new well. 
An almost limitless market is claimed by 
the manufacturer for this pump. Ice 
plants, laundries, creameries, factories, 
municipal water works and golf courses 
are all live prospects. 

















FLEXIBLE-SHAFT machine de- 
4 signed primarily for use in die, ma- 
chine and pattern shops, has been placed 
on the market by the Binghamton Flex- 
ible Shaft Company, Johnson City, New 
York. This equipment is manufactured 
in the bench model illustrated and also in 
a pedestal model. The tool at the end of 
the flexible shaft can be presented to the 
work at any desired angle. By mounting 
the motor and pulley unit on a combina- 
tion ball-bearing, swivel-and-yoke type of 
suspension, unusually long life of the flex- 
ible shaft is insured. 
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(Continued from page 50) 


sentiment exists among both buyers and | 


sellers. A slight improvement over last 
month’s business prevails and we are 
pleased with the outlook for tall. 

“We have taken on a few new lines 
and have one or two more under con- 
sideration. There has been a decided 
change for the better in the attitude of 
manufacturers toward the distributor.” 
S. L. Bassett, president, Penn General 
Supply Company, Pittsburgh. 

* * & 

“We have noted no improvement in 
sentiment or buying, but expect some 
in the fall.” H. R. Ireland, general 
manager, Industrial Supply Company, 
Terre Haute, Indiana. 

* * x 

“There has been no improvement in 
sentiment or buying and we see no 
hope for any change this fall. Stocks 
in industrial plants are low, but our 
own are abnormal for present demand.” 
J. L. Pitts, president, Brown-Roberts 
Hardware and Supply Company, Alex- 
andria, Louisiana. 

se *« 

“We have witnessed a slight improve- 
ment in both sentiment and actual or- 
ders and the fall outlook is better. In- 
dustrial stocks are low; ours are normal. 

“Many opportunities for adding new 
lines are coming to us, largely because 
of the changed attitude on the part of 
manufacturers, who formerly sold di- 
rect. We are adding desirable lines.” 
J. M. Tull, president, J. M. Tull Rub- 
ber and Supply Company, Atlanta. 

* s = 

“There is an improved sentiment and 
while business has not yet picked up 
much, the outlook is good. 

“We have taken on a few new lines 
and are doing quite a bit of advertis- 
ing.” C. S. Lyons, The C. S. Mersick 
and Company, New Haven, Connecti- 


cut. — 


“We believe business sentiment is 
better, but there has been no increase 
in buying and the fall outlook is uncer- 
tain. 

“We are working harder, continuing 
our promotional and advertising cam- 
paigns, and taking on such lines as we 
feel will sell. 

“Manufacturers are much more 
friendly to the distributor as is indi- 
cated in the increased number who are 
marketing their products through him.” 


\lvin M. Smith, president, Smith- 
Courtney Company, Richmond, Vir- 
ginia. 


* * * 


“We have noticed no business im- 
provement yet, but look for an increase 
this fall. We take on any lines that 
show promise of business and profit.” 
J. J. Breslawsky, vice-president, New 
Jersey Engineering and Supply Com- 
pany, Passaic, New Jersey. 





The difference 
1s 1n the 


Socket... 





oe 
J BRISTO Safety Set Screw,Socket Head 
; Cap Screw,and Wrench. Dovetailed 
ee flutes on wrench interlock with those 
in socket, providing a firm grip that 
makes a tight set. 
VERYTHING DEPENDS on the design of 
socket employed in hollow screws. Here is where 
the power exerted by your arm is transmitted to the 
point of the screw. Here, too, is where wear and abuse 
come. Acgordingly the life of hollow safety set and 
cap screws depends upon the life of the socket. 


The dovetails in the BRISTO socket guide the force 
applied by the wrench around in the direction in which 
the screw turns, without straining the sides of the screw. 


For many years, now, BRISTO screws have been 
made in several extra small sizes, all smaller than )4 
inch. This fact is convincing proof of the effective- 
ness of the socket design. These extra small sizes are 
an exclusive BRISTO feature. 


BRISTO screws are made for the hardest job in the 
plant. They set up easily, hold tight, wear long, yet 
cost no more than other hollow safety set screws. 


BRISTO Safety Cap Screws, Set Screws and Wrenches 
are guaranteed to be made 





of carefully selected steel, 
and will be replaced with- 
out charge upon evidence 
FEADY TOAPRLY FREED JONT showing defective ma- 


We also make BRISTOL'S Steel terial and workmanship. 


Belt Lacing. Send for samples. 








Write for samples. 





THE BRISTOL COMPANY, WATERBURY, CONN. 
Branch Offices:. Akron, Birmingham, Boston, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis, San Francisco 


TRADE MARK 


BRISTO 


REG. U.S. PAT. OFF. 
SAFETY SET 
H EAD CAP 


HOLLOW 
$0 ¢ a 2 FT 


SCREWS 
SCREWS 





Manufacturers [ell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











To Study Conditions Abroad 


ALTER GEIST, assistant 
manager Milling Machinery 
Department, including the 


Texrope Drive Division, of the Allis- 
Chalmers Manufacturing Company, 
sailed for Europe on the Europa, 
September 9. Mr. Geist will spend 
three months on the Continent and 
the British Isles where he will study 
conditions and visit Allis-Chalmers 
manufacturing and sales organization 
in England, France, (cermany, Italy 
and other countries. 
ok K ok 


Dodge Appoints New Distributor 


The J. W. Minder Chain and Gear 
Company, Limited, Los Angeles, has 
been appointed distributor for the 
Dodge Manufacturing Corporation in 
los Angeles and surrounding terri- 
tory. It will specialize on the sale of 
Dodge power transmission, including 
“D-V” drives, Dodge-Timken bear- 
ings, Diamond “D” clutches, “D-H” 
ball bearings and general transmis- 
sion. A large stock of transmission 
material will be carried and special 
attention will be given to the render- 
ing of engineering service in connec- 
tion with the layout and installation 
of power drive and bearing units. 
This firm also stocks roller chain and 
silent chain drives, steel chain, gears, 
sprockets, speed reducers and “Sal- 
Ray” lighting plants. 





Meub Vice-President of Youngs- 
town 
Walter E. Meub, secretary-treas- 
urer of the Youngstown Sheet and 
Tube Company, has been elected 
vice-president to succeed William J. 
Morris, who goes to the Continental 
Supply Company as president. Mr. 
Meub started with Youngstown Sheet 
and Tube Company 23 years ago. In 
1920 he was chosen secretary of the 
company and in 1925, elected secre- 
tary-treasurer. 
J. C. Argetsinger, general counsel 
of the company for two years, has 
been elected secretary. 


© + » 


Otto Bernz Moves to Rochester 


Otto Bernz Company, 
ated, manufacturers of furnaces, 
torches and plumbers’ tools, has 
moved its plant and general offices 
from Newark, New Jersey, to Roch- 
ester, New York. 

Machinery is completely set up 
and ready to start production in the 
modern, efficient building at Roches- 
ter. This building offers far supe- 
rior manufacturing facilities than 
the old plant at Newark. 

The move was made rapidly by 
motor truck to prevent any delay in 
shipments. A large stock was manu- 
factured at Newark to assure a con- 
stant flow of goods to distributors 
while the company moved. 


Incorpor- 


Ft is with no regret that we, the makers of 
“Star” Tungsten and Moly Hack Saws 
announce the passing amay of 
The Depression 


This place in our organization will be filled immediately 
by Constructive Optimiam 


Clemson Bros., Jur. 





Middletown, N. FJ. 


F. W. Sinram Dead 


I’, W. Sinram, late president of 
Gears and Forgings, Incorporated, 
died August 2. Long looked upon as 
one of the ablest men in the industry, 
his many activities particularly fitted 
him for one of the biggest jobs in the 
gear industry. He had been a leader 
in the American Gear Manufactur- 
ers’ Association for years. In fact, 
he was one of the men who saw the 
immense value of such an organiza- 
tion and helped to organize it. 
Elected the first president of the 
Association in 1917, he served con- 
tinuously until 1923, when he felt it 
necessary to refuse re-election and 
was elected honorary president for 
life. While spending his entire busi- 
ness life in manufacturing, he found 
time to study law, Was admitted to 
the bar and held the degree of L.L.B. 
from Baldwin Wallace College. He 
early showed his organizing ability 
and was one of the founders of Delta 
Theta Phi. 

Mr. Sinram was a leader in laying 
out the program for the Gear Asso- 
ciation, which included such impor- 
tant work as improvement in quality 
and standardization of gear design, 
manufacture and application. He as- 
sisted in the association’s research 
work which has benefited the entire 
manufacturing world. Mr. Sinram 
was appointed chairman of the war 
service committee of the gear indus- 
try and started the work of gear 
standardization in accordance with 
Mr. Hoover’s gear standardization 
program. 

American industry has lost a great 
asset in the death of this forward- 
looking, aggressive industrial leader. 


* * * 


Goulds Moves Trotman 


H. W. Foulds, vice-president, 
Goulds Pumps, Incorporated, an- 
nounces the transfer of J. B. Trot- 
man, formerly Philadelphia branch 
manager, to Chicago. Mr. Trotman 
has been with Goulds for seventeen 
years. 
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J. F. STONE, Sr. 


Julius F. Stone Elected to New 
Post 

At the recent annual meeting of 
stockholders, Julius F. Stone, Sr., 
prominent industrial and financial ex- 
ecutive, was elected president of the 
Case Crane and Kilbourne Jacobs 
Company, Columbus, Ohio. 

Mr. Stone, whose achievements 
have brought him _ recognition 
throughout the Mid-West in almost 
every line of industrial manufactur- 
ing activity, brings to this half- 
century old concern a wealth of new 
ideas and effective methods. He has 
always believed in a fair and aggres- 
sive policy both for dealer and user, 
and this belief no doubt will find 
expression in Mr. Stone’s direction 
of the K & J activities, as it has in 
all his executive experience. He is 
also president of the Columbus-Mc- 
KKinnon Chain Corporation and the 
Chisholm-Moore Hoist Corporation, 
both of Tonawanda, New York. 

Mr. Stone has assumed active 
direction of Case Crane and Kil- 
bourne Jacobs Company and Mr. H. 
C. Hoeflich has been elected vice- 
president and sales manager. Mr. 
Hoeflich has been associated with the 
company for several years. 

The K & J line includes wheelbar- 
rows, drag scrapers, wheel scrapers, 
concrete carts, warehouse trucks, 
baggage wagons, etc. Another line 
also includes automatic air dump 
cars, quarry cars and overhead trav- 
eling cranes, as well as structural 
steel for buildings and bridges. 








This is not a prophecy nor business fore- 
cast. It is just a statement of significant 
facts; significant because they relate to 
ARMSTRONG TOOL HOLDERS which 
are used in 96% of the Machine Shops 
and Tool Rooms, are used in all types of 
industrial plants, 


ARMSTRONG advertising runs in al- 
most two score publications, going to all 
types of plants, reaching wherever metal 
is machined. Inquiries from this adver- 
tising falls into two general classes: The 
first class of inquiries comes from current 
publication advertising—from advertise- 
ments that appear in weekly, fortnightly 
and monthly publications. These inquiries 
come in in proportion to the interest in 
the specific product advertised, or the 
selling force of each specific advertise- 
ment. 
The other type of inquiries are those 
| received from “Catalogs,” “Registers” 
and “Directories,” publications that are 
published on an annual basis in which 
the same advertisements run month after 





month, These are generally inquiries from 
| persons and firms who are looking for 
the place to buy. 


| Several months before the 
| “stock crash” “Catalog” A 
| type inquiries fell off 





| - 


ARMSTRONG 


Advance Notice 





Tool Holders 
Lathe Dogs 
Ratchet Drills 

} “©” Clamps 

| High Speed 

| Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 

Machine Shop Specialties 


Steel Bits 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 


Pipe Wrenches and Tongs 








Inquiries are piling up—Get Ready 


rapidly—normal buying in all lines 
slumped, stocks piled up and economists 


began talking of “over production.” 


Beginning around July 15th, 1932 
ARMSTRONG “Catalog” inquiries began 
to pile up. These were from the same 
ads, in the same “Catalogs,” “Directories” 
and “Registers” that had remained un- 
changed in many months, still, between 
July 15th and August Ist five times as 
many inquiries were received from these 
ads as were received during the entire 
month of June- 
month of July, 


and this in the vacation 


This is not a prophecy or forecast, just a 
plain statement of facts, but if plants are 
preparing to “go normal” the first thing 
they will need will be ARMSTRONG 
TOOL HOLDERS, tool holders for their 
tool rooms, tool holders to replace those 
taken from idle equipment, tool holders 
for every operation on lathes, planers, 
slotters and shapers. 
“mobilizing” 


If the buyers are 
as a seller it’s to your in- 
terest to get ready too, to check your 
stock of ARMSTRONG TOOL HOLD- 
ERS, to be ready with holders of all 
sizes and shapes; to get 
them out on the counters, 


G into your windows—to be 


prepared to do business 
in a “normal” way. 


TOOLS from your 
Supply House 








' ARMSTRONG BROS. TOOL CO. 


| 305 N. Francisco Ave. 


“The Tool Holder People” 


CHICAGO, U. S. A. 
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A Sound 
Policy— 
for nearly 100 years 


The advantages of sell- 
ing through distributors, 
or through "the trade” 
as it was called in the 
olden times, was recog- 
nized in the early days 
of this company in the 
marketing of its line of 
tools. The wisdom of 
maintaining such a pol- 
icy for the mutual ben- 
efit of both dealer and 
consumer has been 
shown over and over 
and added opportuni- 
ties for serving the indus- 
trial buyer are in store 
for the distributor today 
as we approach a new 
era of industrial expan- 
sion. Brown & Sharpe 
Mfg. Co., Providence, 
R. I. 


(|BS 








Brown & Sharpe 


Tools 
“World’s Standard of Accuracy”’ 
— Established in 1833 — 





| 
| 
| 








Armstrong Representative Dead 

M. P. Morse, New England repre- 
sentative for the Armstrong Brothers 
Tool Company, Chicago, died at his 
home in Cohoes, New York, on Au- 
gust 10. Mr. Morse has represented 


| Armstrong Brothers in New England 


| and New York for the past 13 years. 
* 


* * 


Acme Refining Adopts Distribu- 


tion Policy 
The Acme Refining Company, 
Cleveland, manufacturer of oils and 
greases, has announced a policy of 
distributing through industrial dis- 
tributors. This company feels that 


| the mill supply house is, at the pres- 


| on leather belt drives. 


| between 


ent time, and will be, in the future, 
a growing factor in the distribution 
of merchandise to industry. 

Reduced quantity buying, quick 
service, salesman contact and han- 
dling of credit are given by this com- 
pany as conditions tending to place 
the industrial distributor in an en- 
viable position as the necessary link 
manufacturers and _ con- 
sumers. 

The Acme Company has revamped 
sales territories, put on additional 
jobber contact salesmen and opened 
new territories which are _ being 
worked intensively with distributors. 

The following new representatives 
have been appointed to carry out 
Acme’s new policy: J. R. Lynn, Chi- 
cago; L. V. Cressy, New Orleans; H. 
B. Warren, Houston, Texas; G. C. 
Herbert, Minneapolis; and H. H. 
Hunter, Detroit. 

* * * 

Book on Leather Belt Drives 

Alexander Brothers, Incorporated, 
Philadelphia, has issued a booklet en- 
titled “Alexander Leather Belt 
Drives.” Published with the avowed 
purpose of simplifying engineering 
data necessary to sell and _ install 
leather belt drives, the booklet should 
be immensely valuable to industrial 
supply salesmen. 

The first 11 pages are devoted to 
a vast amount of general information 
The next 14 


| pages are filled with tables vital to 


anyone interested in selling or in- 


| stalling these drives and the last 5 
| pages are used to give the salesman 
| boiled down technical information. 


This booklet not only warrants 
study but could well be used as a 


| reference book by all industrial sup- 


ply salesmen interested in leather 
belting. 





F. O. Lincoln, vice-president in charge of 

sales, Morse Twist Drill and Machine Com- 

pany. Mr. Lincoln is well known all over 

the country, having traveled in all sections 
for the last 30 years. 





Sidi Adds Two Men 

There is no evidence of the depres- 
sion at The Kron Company, Bridge- 
port, Connecticut. It is continually 
adding to its force or staff. 

The latest is Ralph L. Dunckel, 
formerly with the International Mo- 
tor Company, who has been placed 
in charge of Production and Pur- 
chasing at the Bridgeport plant. Mr. 
Dunckel is a graduate of Cornell 
University. 

Also, J. D. Young, formerly of the 
Chicago sales office of The Wright 
Manufacturing Company, has_be- 
come affiliated with the Chicago office 
of The Kron Company in a sales 
capacity. ¢¢¢é 
Hettrick Introduces New Belting 

A new transmission belt has been 
developed by the Hettrick Manufac- 
turing Company, Toledo, with the 
purpose of overcoming certain con- 
ditions encountered in the transmis- 
sion of power. According to the 
manufacturer, the pliability of this 
“Hetmaco” belting makes possible 
the utmost in power development 
and transmission and the nature of 
its compounding makes it very re- 
sistant to oil rot. It is not designed 
for high speed work over small pul- 
leys but operates successfully at 
speed of 3000 to 3500 R.P.M. over 
pulleys not less than 5 inches in 
diameter. At slower speeds, it may 
be applied to pulleys of 3-inch and 
4-inch diameter. 
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Manufacturers to Exhibit 


News from the Century of Prog- 
ress Exposition in Chicago indicates 
that, among the hundreds of manu- 
facturers who have already con- 
tracted for exhibit space, are several 
who are selling some or all of their 
products through industrial distribu- 
tors. Among these are: Armstrong 


Brothers Tool Company, Armstrong- | 
Blum Manufacturing Company, Cen- 


tury Electric Company, Crane 
Company, Federal Electric Com- 
pany, Illinois Steel Company, Inland 
Steel Company, Link-Belt Company, 
Standard Oil Company of Indiana, 
Timken Roller Bearing Company, 
Van Cleef Brothers, General Electric 
Company and Westinghouse Electric 
and Manufacturing Company. 


American Steel and Wire 
Appoints Peters 


G. H. Peters, for a number of 
years assistant manager of the Cleve- 
land district wire mills of the Amer- 
ican Steel and Wire Company, has 
been appointed to succeed W. L. 
Hayes, who retired after many years 
as Cleveland district wire mills man- 
ager. Mr. Peters will have the title 
of assistant to the vice-president. The 
title of district manager of wire mills 
has been abolished and the work is 
to be absorbed by the office of the 
vice-president in charge of opera- 
tions. 

* * oS 


Changes in Youngstown Sheet 
and Tube Organization 


Paul M. Haas, formerly auditor of 
the Campbell plant of the Youngs- 
town Sheet & Tube Company, has 
been appointed assistant to president 
Frank Purnell, and will take over 
some of the duties formerly handled 
by R. M. Welch, assistant secretary 
and assistant treasurer. J. C. John- 
son, former assistant plant auditor at 
the company’s Campbell works, has 
been named to succeed Mr. Haas. 


.* « 

Roper Issues Pump Folder 
George D. Roper Corporation, 
Rockford, Illinois, has issued a 


broadside containing information on 
their direct drive pumping units. In 
addition to illustrations of various 
models, characteristics are enumer- 
ated and advantages to be found in 
the use of this equipment are listed. 
























Complete 
Line, Designed, 
Built and Priced To 
Enable the Distributor 
To Build A PROFITABLE and 
PERMANENT Electric Tool 


Now, more than ever before, it is essential for the Distributor to 
represent sound, progressive manufacturers—manufacturers whose 
products and integrity are firmly and unquestionably established. 


The THOR Agency offers the Distributor an opportunity to make his 
electric tool department a REAL profit producer. Every THOR 


Tool is designed and built to create customer satisfaction and gain 
repeat business. 


Business 


With the THOR Line, you can cover the entire range of industry, 
economically and efficiently. For screw and nut driving work, THOR 
is a pioneer and has developed attachments and sizes not obtainable 
elsewhere. Power screw driving and nut setting is a fertile field, the 
surface of which has been barely scratched, and offers tremendous 
possibilities for the aggressive distributor. 


Cash in on the popularity, performance and widespread use of THOR 
Electric Tools. Let us send you complete details of our Distributors’ 
propasition, together with our NEW JOBBERS’ CATALOG and 
price list. Your request involves no obligation. 


INDEPENDENT PNEUMATIC TOOL CO. 
604 West Jackson Boulevard, Chicago, Illinois 
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S REASONS WHY 


YOU CAN SELL 


DART UNIONS _ ® test pro" 
3. Easily opened. 


4. Non-corrosive and non-flak- 
ing (as iron unions). 

5. No stretching (as in the case 
of brass unions). 

6. Straight way through, with 
no cored parts to hold 
water or collect sediment. 

7. Shoulder on swivel end and 

malleable iron nut heavier 
and stronger than would 
ever be necessary. 

American Standard Pipe 

Threads and chamfered 
pipe ends. 


TEES—UNIONS—ELLS 
SCREWED—FLANGED 


E. M. DART MFG. CO. 


PROVIDENCE, R. I. 


Canadian Factory: 





SELL 


DART U 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 


y 





Toronto, Canada 

















ed 
Where saws are uSed autO= gus 


matic filing Saves Money! 





HINK of all your customers 
who use saws in various de- 
partments. There’s your big mar- 


ket for the 
AUTO 


FOLEY sac 
SAW FILER 


It increases sawing production 

makes saws cut better, faster, 
cleaner, truer. Every tooth filed 
exactly the same size, height, spac- 
ing. s aa 


One Machine Files All Kinds of Saws 


and joints them automatically at the same time 
cross-cut circular saws. 


band saws, hand saws, 
It does a precision job on every tooth. 
s > spe tte > . 
30 D Fr Trial Proves its value and increases sales. 
-vay ee Write f . lete inf : 
rite for complete information and spe- 
cial discounts to industrial distributors. 


FOLEY MANUFACTURING CO. 
46 Main St. N. E. Minneapolis, Minn. 





Dart Union Company, Ltd. | 














L. A. GRAHAM 


Falk Makes New Appointments 

The Falk Corporation, Milwaukee, 
announces the appointment of L. A. 
Graham and M. A. Carpenter as 
sales manager and sales promotion 
manager respectively for all commer- 
cial products of this company. Foun- 
dry sales remain under the direction 
of A. Simonson, vice-president. 

Mr. Graham has had wide experi- 


| ence in the selling and promotion of 
| technical 


products. He has been 
vice-president of Low-Graham-\al- 
lis Company, Incorporated, Chicago, 
technical advertising agency, and 
sales manager of the Garford Truck 
Company, Lima, Ohio. Most recently 
he has been engaged in consulting 
sales work for the Falk Corporation 
and other engineering manufacturers 
in the Milwaukee district. 

M: A. Carpenter has for a number 
of years been in charge of all adver- 
tising activities of The Falk Cor- 
poration as well as the sale of certain 
of the Falk products. He now 
assumes charge of a newly organized 
sales promotion department to co- 
ordinate all selling and advertising 
activities of the Corporation. 

* ok Ox 

Independent Pneumatic Issues 

Booklet 

The Independent. Pneumatic Tool 
Company, Chicago, has recently is- 
sued a new 24-page booklet describ- 
ing the complete line of Thor electric 
tools. The booklet is light in weight 
so that it can be enclosed with letters, 
quotations and invoices without the 
addition of extra postage. Space is 


| provided on the front cover for the 


imprinting of the distributor’s name. 
address and telephone number. 
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There’s 


M oneynn 


Pressed | 


Steel 


PP 


Casters 


SUPERIOR caster which | 
combines lightness and |— 


stability; a caster that will give 
long, efficient service—the new 


BOND Pressed Steel caster. This | 


Bond caster has been carefully de- 


signed and well made. Available | 


in either swivel or stationary type 
and has a large diameter ball race 


formed to give a line contact on | 
A few of its other fea- | 


the ball. 
tures are found on the illustra- 
tion. Best of all, it’s an economi- | 
cal caster because it costs only a 
little to buy and it lasts. Send 
for our new folder. 


Large Diameter Ball Race—Ball Races 
formed to give a line contact on the 
ball. 


Electrically heated 
and riveted King 
Pin. 















Deep apron 
adds _ strength 
to the fork of 
the Caster and 
also strength- 
ens the ball 
race. 


A machined Steel 
Sleeve—Acts as an 
axle for the Wheel 
to revolve upon and 
greatly strengthens 
the Caster by tying 
the fork together. 


ia 


A square necked axle 
bolt fits in a square 
pocket in the fork of 
the Caster which pre- 
vents the axle from 
turning. 


Foundry & Machine Co. 


Manheim, Lance. Co., Pa. 


Phila. Office: 617 Arch St. 
N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 











Specially built demonstration unit used by 


IMPERIAL! 


| the Worthington Pump and Machinery | 


| Company. 
portable compressor, rockdrills, pavement 
breakers, clay diggers, trench diggers and 
| backfill tampers. A tour of the country is 


ingen dealers. 


| Goodrich Booklet on Hard 
Rubber 


New information on hard rubber 
in sheet, rod and tubing form has 
| just been issued in a new booklet 
| published by The B. F. Goodrich 
Rubber Company, Akron, Ohio. 

Opening paragraph of the booklet 
|says: “During recent years many 


It comprises a 120-cubic foot | 


being made in cooperation with Worth- | 


‘substitutes for hard rubber’ have ap- | 


So far there has been none 
|in which are combined the many de- 
|sirable properties of hard rubber 
itself.” ' 


| peared. 


| 


Among subjects in the booklet are: | 


| ““Properties of Goodrich and Defiance 
Hard Rubber Goods,” “Resistance 
to Chemicals,” “Machining Quali- 
ties,” “Finish and Tolerances,” “Pis- 
sible Variations,” ‘Suggestions 
Machining,” and “Weights.” 
x * x 
Dardelet Licenses Chandler 
Products 


for | 


The Chandler Products Company 


of Cleveland has been licensed by 
ithe Dardelet Threadlock 
|tion to manufacture and sell 
nuts and screws with the 
Self-Locking Thread. 
| x * x 
Binghamton Flexible Shaft Com- 
| pletes Catalog 

The Binghamton Flexible Shaft 
|Company, Johnson City, New York, 
|manufacturers of flexible shaft cores 
land cases, has just completed a new 
general catalog covering the most 
practical units manufactured. 
- es 

Miniature Catalog 

The Clark Tructractor Company, 

Battle Creek, Michigan, has brought 


bolts, 


Corpora- | 


Dardelet | 


}out a novel catalog describing their | 


entire line of materials handling 
| equipment. The booklet, well illus- 
itrated, is only 4% inches wide and 
|214 inches deep. 


| 


A Name That Builds 


Sales for Distributors 


V HETHER in reference to 
Paint Spray or Welding 
Equipment or to Brass Tube Cou- 
plings, the name “Imperial” carries 
a reputation that makes your en- 
tree easier, your audience more 
receptive. Imperial equipment is 
known everywhere among  indus- 


trial users for efficiency—economy 
—reliability. 





The New Imperial Paint Spray 
Equipment is a marvel of modern 
simplicity—a line with a definite 
sales appeal, wide markets, good 
profits for the distributor. 











Imperial Welding Equipment 
offers you real opportunities for 
profitable salesmanship. The outfit 
illustrated does everything known 
to the Oxy-Acetylene Process—the 
lightest and heaviest welding—cuts 
wrought iron and steel up to 12 
inches thick. 


Distributors, Attention ! 


Write today for all the facts. 
Ask for our distributor plan. You 
will like it. 


The Imperial Brass Mfg. Co. 


511 So. Racine Ave., Chicago, Ill. 
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“For Resale Only!” There’s significance 
to that statement when made by Linear. 
Under Linear policy, you are absolutely 
free from competition from source of 
supply. If desired, you can market Linear 
packings under your own brand name. 
In any case, they are attractively labeled 
and boxed for you. 

Put Linear policy behind the complete 
Linear packing line, and what a set-up 
you have! 








See S20" C. A. “Shorty” Kaelin, salesman for the 

“<> Smith Brothers Hardware Company of 

Columbus, Ohio, meets six-foot Harry V. 

Oberlin of the Rockwood Sprinkler Com- 

pany, until recently also a member of 
Smith Brothers’ sales staff. 








Broderick and Bascom Issues 
Folder 
The Broderick and Bascom Rope 
| Company, St. Louis, maker of Flex- 
Set preformed wire rope, has just 
issued an interesting folder entitled, 
“Take This Tip From Mr. Flex- 
Set.” The reasons why this Broderick 
and Bascom product will reduce wire 
rope costs are very clearly shown by 
well-drawn illustrations and clear, 
concise statements. 
*x* * x 


Wil-Bro Booklet 











Daggett Ball Bearing Loose Pulley 


Made of the finest materials 
only, simple in construction, 
accurately machined. Daggett 
transmission engineers are 
always ready to give you the 
benefit of their experience to 


help you in your sales work. 
| The Wil-Bro Company, San Fran- 
cisco, has issued a well illustrated 
5 booklet describing their line of hose 
You re Off to a Head Start clamps. Applications and advantages 
are pointed out and explained in a 
When You Sell— clear and simple manner. List prices 


D A GC Gc c on all sizes are included. 
: T x * x 


Beaver Tool Insert 


Ball Bearing Loose Pulleys The Borden Company, manufac- 
Their reputation for efficiency and economy in operation is so turers of Beaver pipe tools, has Just 
well and widely established that you will enjoy a definite ad- issued a new loose leaf catalog insert, 


vantage when you handle them. 


Let us give you the complete Daggett story. Let us point out 
your own individual opportunities with this modern line—today, 


form 332. The four page piece 
covers the full new line of Beaver 


ae ell oss the ee tools in concise form. 
; * 
You will like our distributor arrangement. The profit margin ail 
= offer will appeal to you. Write today for detailed informa- Browning Catalog Issued 
ion. 


A 328 page catalog of heavy hard- 


Chicago P ulley & Shafting Co. ware, tools and contractors’ supplies 


: i prepared by R. R. Donnelley & Sons 
19 N. Desplaines St. Chicago, Ill. | Company, Chicago, has been issued 


by Browning Brothers, New York. 
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Chicago’s World’s Fair Reports 
Progress 

Rufus C. Dawes, president, Cen- 

tury of Progress Exposition, in a 

recent statement to the board of 


EXACTLY 
What the Mechanic Wants! | 


THE. HUOT | 


Drill Stand and Indexed | 
ontainer | 







buildings erected and to be erected, 
exhibit space in the amount of 
$1,911,802, and have received on ac- 


(With tap information 
and decimal equivalents) | 


—a small, fast selling | 
and profitable specialty 
for distributors. 


tion, Sears, Roebuck and Company, 
American Radiator Company, Chrys- 
ler Corporation, Firestone Tire and 











NO. 60 , este ae 

HUOT DRILL ONVENIENT, compact and) Rubber Company, Thomas A. Edi- 
fini i d 

INDEX OPEN oon the HUOT will arouse | SON, Incorporated, and others for the 

Bg cs on oo —— erection of special buildings, the ag- 

No. 60, %4”"x The HUOT case has many| gregate cost o whi , 

4%"x1", for sales making features, inelud- | gress coat f ich would be 

wire gauge sizes, ing a place for every drill,, almost as much as the aggregate of 

1 to 60, inclu- marked with size and decimal | chibi a 1 

sive; No. 13, for ¢quivalent. The HUOT elim-| €Xhibit space sold. 


jobbers or frac- 
tional drills, 
1/16” to %” 
inclusive by 
64ths, and No. 
29, for same, 
1/16” to \%” in- 
clusive by 64ths. 


inmates tedious search for the 
right size of drill. A flip of 
the wrist, the case is open— 
and drill selection is made 
quick and easy. 

Every mechanic who uses 
hand, breast, electric and por- 
table drills will want one. 
Think of the sales opportuni- 
ties in your territory. 

The distributor profit margin 
is good. No heavy investment 
necessary. Write now for de- 
tails. 


“Thanks to the support of indus- 
try,” he declared, “we can feel cer- 
tain that our Exposition will, by the 
diversity of products shown and the 
novel methods of exhibiting them, 
cover the field of industrial activity.” 

Chicago’s 1933 World’s Fair—a 
Century of Progress Exposition—is 
the first exposition of its kind in his- 
tory to be privately financed. The 
taxpayers have been relieved of all 
financial burdens. The Exposition 
has neither asked nor received any 
subsidy from national, state or city 


To Distributor Executives: | governments for its support. It is a 
private non-profit corporation that 


When you have gone through this), raised its funds through a 
issue of MILL SUPPLIES, ask your’) $10,000,000 bond issue subscribed by 
self if it would not be worth four| private citizens. These funds with 
cents a man to you to be assured| those received from the sale of ex- 
that every one of your salesmen ob- | hibit space and concessions have 
tained the full benefit of the many| formed the pre-Fair income. 
sales-building helps it contains. —_ a 





(No. 60, illus- 
trated above, 
holding 60 drills, 
ean be carried in 
the vest pocket.) 


HUOT MFG. CO. 


128 E. 10th St. 


St. Paul, Minn. 























At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 


A. H. Moss, vice president, Moss Brothers 

Machinery and Supply Company, Colum- 

bus, Georgia, is snapped while in confer- 

ence with the American Eagle over present 
economic conditions. 











trustees reported, “We have sold in | 


count the sum of $1,561,802 in cash. | 
We have contracted with such com- | 
panies as General Motors Corpora- | 








Synonymous 
| with Sales 


‘and Service 
Vv 


THE NEW BADGER 
CAR MOVER 
v 
THE ADVANCE 
SAFETY CAR 
WRENCH 
Distributors— 


Wherever there is a rail- 
road siding, you will find 
prospective buyers of 
these fast, efficient, safe 
and economical railway 
car tools. 




























They form a 
strong sales 
combination 
anywhere, any 
time. Write 
for details of 
our profit plan 
for distribu- 
tors. 












Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory - 


Canadian Advance 


Car Mover Co. 


Welland, 
Ontario, 
Canada 














66 


MILL SUPPLIES 





ARM ” HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 





Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND | 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 


1905 GtrandD 1932 


FLEXIBLE SHAFT 








MACHINES 
1/8 to 2 H. P. 
for 
GRINDING 
POLISHING 
ROTARY 
FILING 
SANDING 
DRILLING 
SCREW 
DRIVING 
one NUT SETTING 
and 
CHEAP Many Other 
MACHINES Operations 
ARE 
EXPENSIVE 
AT ANY 
PRICE 
BUY THE 
BEST 
IT PAYS 





SEND FOR 
56 PAGE CATALOG 


N. A. STRAND & CO. 
MANUFACTURERS 


5001 No. Lincoln St., Chicago 


| anaeatioas after Labor Day, 


Manufacturers’ Views on 


the Business Outlook 
_ (Continued from page 9) 
“There has been a trend in selling 


| toward the distributor for the reason 


that the average plant has been buying 
from hand to mouth and carrying no 
stock. It seems likely to us that this 
will be a permanent condition, for we 
do not think industrial plants will ever 
revert to their old practice of main- 
taining heavy stocks. 

“Our sales plans call for placing in 
the hands of distributors pertinent in- 
formation concerning the manufacture 








Your Customers 
Use Floats 





of our products and their adaptability 


to specific types of plants.” H. E. 
Smith, sales manager, The Manhattan 


| Rubber Manufacturing Division of 
| Raybestos - Manhattan, Incorporated, 
| Passaic, New Jersey. 

‘= © 


“There is a much better business sen- 
timent apparent and it seems to us in 
view of the inactivity of so many plants 
| during the summer that there will have 
| to be at least a temporary increase in 
necessitat- 


ing more buying.” W. T. Read, vice- 


president, Morse Twist Drill and Ma- 
chine Company, New Bedford, Massa- 
chusetts. x k * 


we should look for a 
climb back to normal 


“Theoretically, 
gradual, steady 
but practically, 
see any business improvement. While 
we believe complete liquidation has 
taken place in the basic industries, the 
demand for replacement parts is small. 
We are keeping our stocks above nor- 
mal for, at the first sign of business 
betterment, there will be a mad rush 
for supplies and we want to be pre- 
pared.” M. J. Wagner, manager belt- 
ing department, The Hettrick Manufac- 


turing Company, Toledo. 
x ok * 
“We are in a considerably better 


frame of mind than we were a month | 
ago, despite the fact that we are not | 


receiving the business to justify it. 
There seems to be a more hopeful atti- 
tude generally.” C. R. Metcalf, The 
Oster Manufacturing Company, Cleve- 


land. - x 


“We are cooperating with our dis- 
tributors in every way possible, giving | 
them information which will help them | 
sell our product intelligently. We are 
constantly endeavoring to improve our 
products so as to enable our distribu- | 
tors to keep ahead of competition. It 
is our belief that new ideas and prod- 
ucts arouse more interest among buy- | 
ers than anything else.” C. L. Butts, 
sales manager, The Wood Shovel and 
Tool Company, Piqua, Ohio. 

se 

“We find a pronounced change for 

the better in business sentiment. I have 


we are as yet unable to | 


There’s a Harris Float 
for Every Industrial Use 


@ For pressure and open tank @ 
Diameters 2” to 24” @ Copper, 
steel, stainless steel, aluminum, 
etc. @ All shapes @ Wide 
safety margins @ All pressures 
and temperatures @ Ball floats 
in stock @ Prompt shipments. 


Ask for Catalog 
ARTHUR HARRIS & CO. 


COPPERSMITHS - ENGINEERS - FOUNDERS 
210-218 N. Curtis St., Chicago, Ill. 











What smdusty 
does not wae ca/2 
AOLWA, Att AOLWA 

asaya 







These seemingly com- 
monplace items. are 
| great profit-builders for 
| the mill supply distribu- 
|tor and there is hardly 
an industrial that doesn't 
buy these things in lots 
|of a thousand to mil- 
lions. 


| Ottemiller makes a full 


| line of set ~<a non? Why not 
| Screws, coupling olts 

and milled studs—thor- oa 
| oughly good and depend- latest 
jably uniform. catalog? 


THE WM. H. 


OTTEMILLER 


COMPANY 
York, Pa. 
We also sell Dardelet Thread Screws 
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Finish 


1- CLARK BOLT 
2 - ORDINARY 


How BOLTS 
DIFFER 
IN VALUE ~ 


The quality of materials used; the 
methods of processing, machin- 
ing, threading and finishing; the 
methods of packaging and quality 
of containers used all have a bear- 


ing on the value you receive for | 


your bolt and nut money. 


Clarks’ 78 years of specialized 
bolt and nut manufacturing expe- 
rience and the close inspection 
given are but two of the reasons 
why you can obtain greater value 
by specifying Clark Products. 





GLark BrosBout (0 
Black Ave. 
Milldale, Conn. 








just visited parts of New England and 
several important points in New York 
state, where not only is sentiment bet- 
ter but in some cases actual conditions. 

“Distributors generally have not 
started to buy, although we have noted 
some pick-up in the South from 
Antonio to Florida. 

“The trend of selling in the indus- 
trial supply field is toward the distribu- 
tor and I feel the prolonged business 
slump has materially affected the sales 


San 





policies of users. It appears to us that 
there is a definite movement by manu- 


are concerned. Likewise, the distribu- 

| tor is concentrating his purchases with 
manufacturers whose policies recognize 
and support him.” H. F. Seymour, 
vice-president, The Columbian Vise and 
Manufacturing Company, Cleveland. 


* * x 

“Buyers seem more optimistic regard- 
ing the future than they were a few 
months ago. 


“It is our opinion that the trend of | 


selling in the industrial supply field is 
toward the distributor. The slump has 
effected a change in sales policies of 
manufacturers and buying policies of 
'users. In our own’ organization, it 
forced us to cut our sales staff and, 
| after a study of conditions, we con- 
cluded that we could secure far better 
| results more economically using the dis- 
| tributor’s service rather than 
direct. 


and has proven satisfactory.” F. 
Buchanan, secretary, Independent Pneu- 
matic Tool Company, Chicago. 

* * Ox 


“The past three years have been ex- 


cellent ones for ‘house cleaning’ and 
we have endeavored to make the 


of them. For one thing, we have spent 


more than $100,000 completely rebuild- | 


ing and improving our line. Also, we 
| are eliminating inactive accounts, hav- 
ing concluded that a few good accounts 
are better than many poer ones.” W. 
A. Phillis, vice-president, The Borden 
Company, Warren, Ohio. 

a a 


“Business sentiment is better, but it 
is not yet reflected in actual purchases. 

“The trend of selling in the indus- 
trial supply field by major companies 
is toward the distributor. 

“In order to stimulate business dur- 


ing the coming months, we plan, as | 


heretofore, to advertise—both in maga- 


zines and direct-by-mail—and to keep | 


our personal contact with distributors 
and, where possible, contact with them, 
their customers.” H. D. North, vice- 
| president, The Ferry Cap and 
| Screw Company, Cleveland. 


policies of manufacturers and buying | 


facturers to change or strengthen their | 
policies of sale so far as distributors | 


selling | 
Our policy of selling through | 
distributors was adopted a year ago | 


W. | 


most | 


Set | 


Performance 
| That Produces Sales 


| Marvel products will make profits for you—on 
every sale. And you will be delighted with the 
| repeat orders their remarkable performance 
| will bring in to you. c 


Investigate and con- 
vince yourself. 


We'd be glad to give 
you all the facts. 















Marvel Hole Saws are 
handy, economial tools 
for cutting round holes 
in all kinds of metal. 
With their genuine 
18% tungsten 
high speed steel 
teeth, welded 
to an alloy steel 
non - breakable 
back or body, 
they will stand 
the terrific 
speeds of port- 
able electric 
drills and drill 
presses without 
“burning the 
teeth.” 


MARVEL 


| High-Speed Edge 
‘Hole Saws Hack Saw Blades 











Unbreakable- 

heat treate 

alloy steel 
back 


Patented 
electric 
weld 


High Speed 
Steel— 
a genuine 18% 
Tungsten High 
Speed Steel 
Cutting Edge 
"More cuts per dollar" 
is the reward your cus- 
tomer attains when he 
puts Marvel hack-saw 
blades to work for him. 
Their long-lasting, high-speed 
steel cutting edge, and their 
special alloy, unbreakable back 
guarantee him unusual service. 


-Armstrong-Blum Mfg. Co. 
“‘The Hack Saw People’’ 
353 N. Francisco Avenue 
\CHICAGO - - - - U.S.A. 
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Red Shield” 


HIGH 
SPEED 
DRILLS 


Leading Distributors 
always sell 


Ked Shield” 


Drills because their customers 
create new trade by con- 
stantly recommending their 
results. 





ave INDUSTRy 

“4 LY roi, 
tor¥e, oe ae 
UA Pah ne 


Ce Stee Od 


THE Seemann Co. 


CLEVELAND 
New York: 94 le St. 
Chicago: 552 W. Washington Blvd. 


CAPITAL “Red-Cap” 


Brushes wend Brooms 





te 














You Serve Industry 
We Serve You! 


Industry gets 
better brushes 
and brooms— 
fine quality, 


You get the 


faith in you— 
complete pro- 
tection, sales 
help, advertis- 
ing support, 
good profits. 





our famous line 
and our long- 
established, suc- 


Capital Distributors: 
Times are getting better. 
Don’t miss out on a lot 


of orders because your 
stocks are insufficient to 
take care of increased 
demand. Check up now. 


tor sales plan. 
Write today. 


INDIANAPOLIS 
Brush and Broom Mfg. Co. 


Established 1890 
126 Brush St. Indianapolis, Ind. 





long lasting. | 


benefit of our | 


It will pay | 
you to look into | 


cessful distribu- | 


| H. C. MILLER 


Swartwout Appoints Miller 
Henry C. Miller has been ap- 
plant equipment division of 
Swartwout Company of Cleveland. 
During Mr. Miller’s 12 years’ experi- 
ence with the company, he has served 
in responsible positions in connection 
with the design, manufacturing, sell- 
ing, and servicing of Swartwout 
power plant equipment. 





chased the 
facturing Company of Fostoria, Ohio. 
Mr. Miller is responsible for the sale 
of the complete line of equipment. 


* * * 


Foote Brothers Appoints 
Distributors 
Foote Brothers Gear and Machine 
Works, Chicago, announces the ap- 
| pointment of Urquhart Service, Den- 
ver, as its representative in Colorado 
| speed reducers and gears. 
Briggs Schaffner, Foote Brothers 


representative in the Winston-Salem | 


territory, 
tributor for the states of North | 
Carolina and South Carolina. 


* * * 


Carbex Line Sold by General 
| Refractories 

| The 
pany, Philadelphia, 





' 


| of Troy, whereby it is now in posi- 
| tion to offer to the trade the well 
| known Carbex (Silicon Carbide) | 
| commodities manufactured by Mc- | 
| Leod and Henry. 





pointed sales manager of the power | 


The | 


Five years | 
ago this division of the company pur- | 
“S-C” Regulator Manu- | 


and Wyoming on the IXL line of | 


has been appointed dis- | 


General Refractories Com- | 
announces that | 
an arrangement has been concluded | 
| with McLeod and Henry Company | 






© 
xy 


ee 
I 

ts ever dependable 
| performance is daily 
making new friends and 
| reducing sales 
| resistance. 


en 







We would 
like to tell 


| you about our sales plan. 


= INDUSTRY Fe 





: 22 
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er Bere Ae Pt, 
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APPLETON 
CAR MOVER COMPANY 
APPLETON, WIS. 


The New 


HETMACO 


| Stitched Canvas Transmission Belt 

@ A modern development in 

belting that meets the require- 
ments of an exacting industrial 
era in a surprisingly effective 
way. 

@ The New Hetmaco, built for 
transmission purposes alone, re- 
sists oil to a remarkable degree— 
gives greater delivery of power 
—is exceedingly strong oak elas- 

tic, and definitely economical. 

It is admirably suited to installa- 

tions where the load is intermit- 

tent. 

| @ Distributors: Write today for 

all the facts on The New HET- 

MACO. It will interest you and 

appeal quickly to your custom- 

ers. New Hetmaco is a big 
tential profit maker for the dis- 
tributor who is on his toes. 

{es our exhibit on Page = | 

of the 1932 MILL SUPPLIES 
CATALOG & DIRECTORY.) 


-HETTRICK MFG. CO. 


Summit and Magnolia Sts. 





| 


| 
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STEADY AS A GYRO-COMPASS 


Your Business Paper 


Marks a True Course 


N 


+ 


Hicx up in the wheelhouse of a ship 
there spins a gyroscopic compass, pointing 
ever at True North. With automatic preci- 
sion it warns the navigator of the slightest 
deviation from his course. By its aid he 
steers his ship unerringly across the waste 
of waters to its destined port. 

Just so the printing press, revolving 
sceadily in its great frame, is symbolic of the 
guiding function of the business paper in 
keeping business headed straight. Is industry 
threatened by stormy times? The business 
paper points the way across an area of un- 
certainty to the smooth waters of stability. 
Does an industry veer from its course to 
follow misleading lights? The 
business press sounds a warn- 
ing. Is the ship of business 
blown off its track by a sud- 
den shift in public demand, 
or swerved aside by an unex- 
pected change in production or 
sales technique? The business 
press points out the course to 
safety and prosperity. 

* It is this function of the 
industrial and merchandising 
press, no less than its service 





AG 0- 


THIs SYMBOL identifies an 
A BP paper. . 
honest, known, paid circulation; 
straightforward business methods 
and editorial standards that in- 
sure reader interest . 
are the factors that make a 
valuable advertising medium. 


. It stands for 





as a source of news and data, which makes it a 
power to be reckoned with in business affairs. 
For the modern business paper is an essential 
factor in every progressive industry. By its 
competence in the gathering and presentation 
of information, it has made itself indispensa- 
ble. For its independence in the editorial inter- 
pretation of that information 
it has become respected. It is 
a strong organization, efh- 
ciently staffed and capably 
administered. It commands a 
sound, paid, audited circula- 
tion. Its news and editorial 
pages are unbiased and un- 
buyable. 

And for these reasons its 
advertising pages are bought 
by businesses with a story 
to tell to its readers. 


. . These 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON 


+ + 


AVENUE 


NEW YORK CITY 


+ + 


Ths publication is a member of the Associated Business Papers, Inc... . 4 cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 
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Illinois Gear and Machine 
Company Organized 
| The Illinois Gear and Machine 
| Company, a new corporation, has 
| taken possession and is now oper- 
ating the plant of the Ganschow 
Division of Gears and Forgings, In- 
| eeeparnted, formerly the William 
xanschow Company, located at 2108 
North Natchez Avenue, Chicago. 
This modern plant is completely 
equipped for the manufacture of all 
types and kinds of cut gears, in all 
sizes and from any materials. 
While the Illinois Gear and Ma- 
chine Company is a new corporation, 
its personnel is composed entirely of 
men who have been long and suc- 


WOLVERINE 


Seamless 
Tubing 










Copper, Aluminum 
& Brass Tubing 
Up to 3” O.D. 


Brass & Copper Pipe 


: cessfully identified with the industry. 
Dehydrated Tubing | fx Reilly, formerly with the Foote 
Fabricated Tube Parts Gear Works of Chicago, is ~~ 
Copper Water Tubing | J. A. Sizer, formerly of the W. 
Oil Burner Tubing | Jones Foundry and Machine Com, 


Soldering Lugs & Sleeves 
Fin & Condensor Tubes 


| pany of Chicago, is sales manager. 
J. F. Hein, for twenty years super- 
| intendent of the William Ganschow 
| Company, retains the same position. 





Fast Delivery 
from stock 
26 Sules Offices 


. WOLVERINE TUBECO., 


SEAMLESS COPPER Ky 


| This experienced organization, to- 
| gether with its unexcelled manufac- 
turing facilities, affords prompt serv- 
ice at all times on cut gears regard- 





=" enass & ALUMINUM 








| 
Sea —— | less of type, size or material required. 
- —— * * x 
DISTRIBUTORS | 


HERE IS A FAST SELLING 
AND PROFITABLE 


Silent Salesmen 








LINE | (Continued from page 24) 
Ball Bearing | a fabricating capacity of %-inch to 
Portable Electric 12-inches is the best equipped in cen- 
Blower tral Ohio; and that competent pump 


and transmission engineers are at the 
disposal of customers. 

The back of the folder is given 
over to a chart released by The Joint 
Merchandising Committee entitled, 
“Why Do Industrial Buyers Pur- 
| chase Supplies from Distributors ?” 

In the words of W. C. Hunter, 
| president, The  Ross-Willoughby 
| Company, “industrial users have re- 
acted very favorably to the ‘Handy 
Reference Chart’ and we anticipate 
| it will be productive of good results.” 
| These ideas put to work by R. C. 
| Duncan Company and The Ross- 
Willoughby Company, 


Order 
one on 


10 DAYS 
FREE 
TRIAL 


The new “Marvel” Modei 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 


Model No. 3 Sells for are excellent 
$60.00. examples of what can be done now 
by individual distributors to insure 

Electric | getting a fair share of the business 
Blower | available at the moment, while at the 
Company same time laying a foundation which 


| is sure to result in increased orders 
| when industrial buying once again 
| assumes normal. 


352 Atlantic Ave., 
Beston 9, Mass. 
U.S. A. 











Kester Urges Purchase of Ameri- 


can Products 

The Kester Solder Company, Chi- 
cago, manufacturers of flux-core 
solder, .is featuring the following 
slogan in all of its advertising, “Help 
Unemployment by Purchasing U. S. 
Products Made by U. S. Labor.” 

“The idea of urging the purchase 
of American made products is not in 
itself new,” said F. C. Englehart, 
president of the company, in explain- 
ing the plan, “but almost always, in 
the past, these efforts have been 
made in connection with a_ par- 
ticular product only, and, therefore, 
have lost much of their sincerity 
and effectiveness because the public 
sensed that the advertiser was merely 
taking a new means of endeavoring 
to sell his product.” 

Mr. Englehart went on to explain 
that his company was not seriously 
bothered with foreign competition 
but that he believed that a concen- 
trated effort to encourage the pur- 
chase of American made products 
would so stimulate business in this 
country as to relieve the unemploy- 
ment situation and result in benefits 
to all manufacturers. 

Approximately one-fourteenth of 
all Kester’s paid advertising space is 
devoted to the promulgation of this 
message. 

2 + 


Positive Contacts, the Key to 


Sales Success 
(Continued from page 14) 

else. As neighbors we cut our lawns 
together, played golf and bridge, our 
families visited back and forth, and 
so on. What a difficult matter it 
would have been to talk business with 
him! Six months later he moved 
across town and then I was ready to 
call on him. Our business relations 
have been just as pleasant as our 
social ones, proving again the sound- 
ness of the above creed. 

My 28 years of selling have been 
so rich in experience that I only 
hope I can go on for another 28 
years in order to capitalize on what 
I have learned. To you who are just 
buckling on the armor for the first 
time, my wish is that this article may 
give you the fruits of experience 
without the bitters. As a parting bit 
of advice I should like to leave this 
thought: Make positive contacts 
everywhere. Your caddy today may 


be sitting in the buyer’s chair to- 
morrow. _ 
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History Will Repeat Itself 


Watch This List Grow 


Numerous manufacturers have already ar- 
ranged for space in the 1933 edition of the Mitt. 
Suppiies Catratoc & Directory, as shown by the 
following list. Many others have signified their 
intention of using space. This list will grow 
steadily, week by week, until the closing date. 

Advance Car Mover Co. 
Allis-Chalmers Mfg. Co. 

American Injector Co. 

American Saw & Mfg. Co. 
American Swiss File & Tool Co. 
Appleton Car Mover Co. 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 

The Borden Company 

Brown & Sharpe Mfg. Co. 
Buffalo Meter Co. 

The Cleveland File Co. 

Clizbe Bros. Mfg. Co. 

The Columbian Vise & Mfg. Co. 
Curtis Pneumatic Machinery Co. 
Desmond-Stephan Mfg. Co. 

The Dumore Co. 

Excelsior Leather Washer Mfg. Co. 
Ford Chain Block Co. 

Hettrick Mfg. Co. 

Hollands Mfg. Co. 

C. B. Hunt & Son 

Ideal Commutator Dresser Co. 
Imperial Brass Mfg. Co. 
Independent Pneumatic Tool Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Joyce-Cridland Co. 

Kinney Manufacturing Co. 

Lowell Wrench Co. 

Milwaukee Brush Manufacturing Co. 
The Osborn Mfg. Co. 

The Wm. H. Ottemiller Co. 

The Charles Parker Co. 

The Ridge Tool Co. 

Safety Belt Lacer Co. 

Safety Wrench and Appliance Co. 
Sarco Company, Inc. 

The Standard Electrical Tool Co. 
Toledo Pressed Steel Co. 

The Toledo Wheelbarrow Co. 
Henry Vogt Machine Co. 

P. Wall Manufacturing Supply Co. 
Westcott Chuck Co. 

Worcester Brush & Scraper Co. 
Wright-Austin Co. 

Wright Manufacturing Co. 

Yost Manufacturing Co. 


ROGRESSIVE manufacturers are closely 
watching encouraging developments in the 
business situation. They realize that the indus- 
trial distributor will be the first to feel the effects 
of the new buying era that is definitely on the way. 


Distributors’ stocks are down. The mannufac- 
turer knows this. He knows, too, that the dis- 
tributor will soon be called upon for almost super- 
human service to his customers—fast, efficient, 
economical service. History proves it—and his- 
tory will repeat itself. 


Most manufacturers are as anxious to serve 
distributors as distributors are to serve their cus- 
tomers. More and more manufacturers now recog- 
nize the fact that one of the most important ways 
of serving these distributors is to put quick and 
accurate buying information in their hands in con- 
venient form. 


Kor this reason—and because they realize it is 
a profitable investment—more and more manufac- 
turers are coming to appreciate the value of pre- 
senting condensed catalogs on their lines in the 
1933 edition of the Mii Suppures Catatoc & 
DirEcToRY. 


This should prove encouraging news to progres- 
sive distributors, who readily recognize the Manu- 
facturers’ Catalog Section as the most helpful 
feature of this modern buyer’s guide, built espe- 
cially for distributors’ use—and to their own 
specifications. 


MILL SUPPLIES 
CATALOG & DIRECTORY 


“The Industrial Distributor’s 
Buying Reference” 


520 N. Michigan Avenue, Chicago, Illinois 
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